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NOW! NOW? A GREAT NEW WARTIME 
pence PROFIT OPPORTUNITY! 


Fill in that Gap Caused by Priorities! 
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ick facts about 
himney Sweep! 


NS SOOT AND SC ROM FIRE 
CHIMNEY TO! 


GIVE MORE HEAT FOR 


>N-INFLAMMABLE - NON 
PREVENTS CHIMNEY 


es SIMPLE 


Here’s a Proven Volume Seller! Nation-Wide 


Demand! Ties into the War Effort! 


Nobody has been harder hit by shortages and priorities than the hardware man. So here's 
good news to brighten the picture! Here's a sensational new product that's unaffected by 
priorities! A product on which you can get prompt shipments! A product that's been tested 
and proved! That is needed by every household and factory clear across the country! And 


a product that sells fast, repeats, and pays a good profit! 


WARTIME SALES! 


CHIMNEY SWEEP SOOT REMOVER will boom in wartime because fuel. conservation is one 
of our national war efforts! And CHIMNEY SWEEP conserves fuel! Saves money! Makes for 
greater fuel efficiency! CHIMNEY SWEEP quickly removes soot and scale from firebox to 
chimney top, restoring any heating plant — coal, oil or gas —to peak efficiency. Used every 


week or ten days, it will keep the furnace free from heat wasting fuel deposits. 


TESTED BY USE! 


CHIMNEY SWEEP has been thoroughly tested by actual use. Based on a sound, scientific 
formula, it is different entirely from makeshifts now on the market. CHIMNEY SWEEP 
works! You'll build happy customers with CHIMNEY SWEEP! Easy and simple to use. Universal 
demand. For volume sales — repeat sales — to help take up the slack in this wartime market, 
ask your jobber about CHIMNEY SWEEP now, or write us direct. Here are good profits, 
good volume, good margin. Mats, window streamers, counter and window displays to help you 
selll Don't wait to fill in that priorities gap! Stock CHIMNEY SWEEP now! 


LAN CO. 


NEW JERSEY 


KITCHEN TOOLS and BEAN-X BEAN SLICER 


ORANGE 


Makers of famous EASY-AID 





FACTS 


ABOUT 


“WAR-EAGLE” 
SISAL ROPE 


Because of government restrictions to conserve Manila fibre, only Sisal 
rope can be bought by most rope users. Because of the shortage of Manila 
hemp everyone may be using Sisal rope before long. This possibility is not 
a calamity and these facts about “War-Eagie” Sisal Rope will show you why: 


FIBRE “War-Eagle” Sisal Rope is made entirely of DURABILITY Numerous impartial tests and ex- 

agave sisalana, the very best sisal fibre grown. tensive actual uses show “War-Eagle” to be as abrasive 
resistant as Manila. 

STRENGTH “War-Eagle” is at least 80% as : 

strong as first grade Manila. EASE OF HANDLING “War-Eagle” Rope is 


RESISTANCE TO WATER “war-Eagle” is flexible and smooth. Users find it as easy to work with 


water-proofed with the same No. 1 cordage solution as first grade Manila. “War-Eagle” Rope is perfectly 
formerly used only in “American Superior” Pure Manila uniform and can be used with complete satisfaction in 
Rope, making it highly resistant to water absorption. block or sheave rigs. 


AMERICAN MANUFACTURING COMPANY 


NOBLE & WEST STS., BROOKLYN, N. Y. 
Western factory: ST. LOUIS CORDAGE MILLS, st. Louis, Mo. 


Branches: Boston, Baltimore, Philadelphia, Chicago, New Orleans, Houston 





fs 
MWAR-EAGLE @ 


ond i 

oy “Care Saves Kope,”’ a new 
Se booklet on rope conservation, 
. contains care and use sug- 
gestions, knots, splices and 
an up-to-date strength chart 
PURE SISA L of both Manila and Sisal 

ropes. Write for a copy. 












































Service with a File 


The nation’s big war-industry plants require 
huge quantities of files. Nevertheless, 

it is gratifying to the hardware man that 

he can still render a valuable service to local machine 
and repair shops, mechanics, farmers, plumbers, 
truck operators, car owners and other 

individuals with whom files are an essential need. 





e It should be gratifying, too, that the files 

he is able to offer are long-lasting, 

top-value Nicholson or Black Diamond brands... . 
Merchandise that carries the unqualified guarantee 
of Twelve perfect files in every dozen. 


® Let your jobber help you in making up the 
right stock for the kind of community you 
serve ...in the types, cuts and sizes for 
which there is the most active demand. 
NICHOLSON FILE CO. 


Providence, R. 1., U. S. A. 
(Also Canadian Plant, Port Hope, Ont.) 





@ Through The Saturday Evening 
Post, Country Gentleman, Successful 
Farming, Popular Mechanics, Popular 
Science, Mechanix Illustrated, and 
leading machine-shop magazines, 
Nicholson advertising continues to 
tell consumers how to get the most 
out of files by selecting The right 
file for the job—in Nicholson or 
Black Diamond brand. 








NICHOLSON FILES 


FOR EVERY PRET eee MADE INU. S.A 
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WITH YALE’S NEW WAR-TIME PROGRESS PLAN 
Built for today... Building for tomorrow 


* PRACTICAL! * 


Here is a complete program to hel 
you keep up volume during difficult 
war-time months—a program to 
help you sell what you can sell, 
where you want to sell it. 


oa 









x PROFITABLE! * 


Yale’s “War-Time Progress Plan” 
stresses the sale of groups of related 
products in a series of seasonal 
drives. Here are business-building 
ideas for special displays, new de- 
partments, new lines, as well as 
priority leads. 


* 


* PATRIOTIC! * 


You do more than wave the flag. 
Yale’s War-Time Progress Plan in- 
cludes complete Community Service 
Drives — A.R.P., Victory Gardens, 
Conservation and Salvage cam- 
paigns — establishing your store as 
a center for constructive patriotism 
and civilian war-time activity. 
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GOOD WILL 


Yale, in a series of SATURDAY 

EVENING POST advertisements, 

is telling America about exceptional 

contributions made by hardware 
tS dealers to the war effort. 


STORE TRAFFIC 


Another series of POST ads ties in 


~YALE~ 


m PUTS 3 BIG SALES MOVERS IN YOUR BUSINESS 





with the current Community Service 
Drive. The first of these appeared in 
the July 25th issue. Every advertise- 
ment says: “Shop at Your Local 
Hardware Store.” 


BUSINESS-BUILDING IDEAS 


Seasonal suggestions,appearing reg- 
ularly in your hardware trade mag- 
azine, will give you many ideas on 


how to keep up volume in war-time. 
You'll find Yale advertising chock- 
full of timely suggestions. 


PRACTICAL SALES HELPS 


New counter cards are part of Yale’s 
complete War-time Progress Plan. 
They will get your seasonal sales 
drives off to a big start. Write to 
210 Henry St. for full information! 
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Iron and steel scrap is used in enormous quantities in making new steel. The 
steel industry is now in urgent need of scrap to keep the mills operating—to keep 
war materials moving steadily to American fighting forces and to our Allies. 

A national scrap salvage campaign is now under way in an effort to gather 
in the many thousands of tons of additional scrap that are needed to maintain 
steel-making at capacity levels, so that war equipment can be provided on the 
necessary scale. It is of vital importance to everyone to ste that all iron and 
steel scrap is salvaged now and sent on its way to the mills. Your scrap— 
much or little—is needed to help swell the total to the necessary volume. 

This appeal is not for ourselves alone. Much of the scrap you turn in will 
be allocated by the Government to be used wherever needed most. 


Salvage Anything Made of Iron or Steel 


Anything made of iron or steel is valuable as scrap—old wheelbarrows, shovels, 
old pipe, discarded furnace castings, old steel roofing, worn-out ductwork, old 
radiators, old tanks, worn-out hardware, discarded iron or steel of all kinds. 
Every manufacturer, businessman, farmer or householder can help to relieve 
the present scrap shortage by combing his premises for such materials and 
getting them on their way to the steel mills. 

Time is short. The need is urgent. Put your scrap to work for your 
country—now! as 


—_ se —— ae 
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STEEL SCRAP NEEDED 
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vels, To get your scrap on its way to the steel mills, seil it to a junk dealer, or get 
in touch with your local Industrial Salvage Committee. Many organizations 
’ old have appointed someone to be in charge of salvage—someone who has authority 
inds. to order the scrapping of material not in actual use, or material which will 
li go out of use in the near future. In this way, needed iron and steel scrap can 
1eve be located and made available for the war effort most efficiently. 
and 
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HER ULES 
LURPENTINEI 





SOMETHING EXTRA... 


IN HERCULES PURE TURPENTINE—MAKES PAINT JOBS BETTER 


WHEN YOU THIN YOUR PAINTS with paint is KEYED right to the surface. 


Pure Spirits of Turpentine you get some- Hercules Turpentine is nearly all pinene. 


thing extra—something that makes your LESS THAN TWO PENNIES on the 


aint finishes tougher, more durable, and i ra 
P a dollar is all that Hercules Steam-distilled 


sr lasting. This “something extra” is , oe i 
longer lasting. This ‘something extra” is Turpentine costs on the total paint job. 


called pinene. Here’s how it works for you— This 2% investment is a small price to pay 


PINENE ATTRACTS OXYGEN, brings for insuring a better paint job that pro- 


it right to the linseed oil in the paint. The tects your reputation with your customers. 


paint oils thus dry more uniformly, then the sii aii hice 


turpentine evaporates and leaves a hard, HERCULES POWDER, COMPANY 
r 3 i INCORPORATED 
tough film of paint. What’s more, the film of Wilmington, Delaware 





Hercules Steam-distilled Wood Turpentine meets U.S. Govern- 
ment and A.S.1.M. specifications for pure spirits of turpentine. 


HERCULES, fal Em 


PURE 
TURPENTINE 


TURPENTINE 
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PAINT RETAILERS 


REASE SALES.-- 













CAN INC 


@ The story on the opposite page on how Hercules Pure 


nt jobs better, can also help 


Turpentine makes pal 
sales. Here’s how— 


paint retailers increase their 


buyer of a paint brush or a can of paint is a 


an of turpentine. By tel 


es of Hercules Steam 


Every 
logical buyer of ac ling these 
rs the advantag 


extra sales. 


-distilled 


custome 
Just remind people 


: Turpentine you make 


Hercules Pure Turpentine—the best known 


they need 


name in turpentine. 
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Plax. So, their beauty and 

ER durability will protect the 

A good will of dealers and their 
customers during the coming 


Lowe Brothers policy of con- ™onths and years. 
sistently being “on the alert” THE LOWE BROTHERS CO. 


is proving to be of great bene- DAYTON, OHIO 

Bee eee oct ge. C000 PAINT IS EASIER TO SELL 
policy of constantly de- 

veloping our manufacturing THE STILIZER MY 

facilities enables us to main- THE STYLIZER by Lowe Brothers 


tain our production of such shows prospects how to build 
smart, new color schemes around 


unsurpassed products asHigh their present furnishings — and 
Standard, Mello-Gloss and makes good paint easier to sell. 


ye 
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Lowe Brothers 


PAINTS—VARNISHES 


QUALITY PLEDGED FOR LONG-LASTING PROTECTION AND ECONOMY 





ICTORY IS EVERYBODY'S BUSINESS f 
LET'S WORK FOR IT. . . TOGETHER 
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CORNING 
TABLEWARE 


ERE’S a line to win the heart and 

open the purse of any woman 
customer! Corning Bouquet, with its 
delicate floral design, is not only smart 
and pleasing in appearance .. . it’s 
extremely practical, too . . . because 
it’s durable, easy-to-wash and moder- 
ate in price. Promote this fast-moving 
line in your store ... and get your 

are ; nes. 32 2 

seein of Bouquet profits. = and 20 ae es for speedy-selling 
piece sets, or open stock. Write us for 
information and prices. Corning Beverage Sets 


MACBETH-EVANS DIVISION - CORNING GLASS WORKS - CHARLEROI, PA. 
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wrenches and knives are helping fight 
America’s battle both with the armed 
forces and with the army of workers 


Any man who works with tools knows 
behind the lines, who are keeping 


how much his skill depends on their 
quality—work is better done—per- 


formed with greater speed when the 
power, communications and transpor- 
tation operating at peak efficiency. 


pliers are Klein’s. 
Today Klein pliers, belts and straps, 


climbers, grips, splicing clamps, 
ASK YOUR SUPPLIER 


Foreign Distributor: 
International Standard Electric Corp., New York 


WELTER 
Established 1857 Chicago, Ill., U.S.A. 
BELMONT fe oe a ae ae cH IC A eo 


> 200 


Si 
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Here 4 PROFITABLE 
| FALL MERCHANDISE! 


Confronted by shortages of civilian 
merchandise in almost all lines, it 
should be welcome news to hard- 
ware dealers that there is no short- 
age of MILORGANITE FERTILIZER! 


And there is no shortage of Milor- 
ganite applications. Every home 
lawn: every park, cemetery and 
golf course can be greatly improved 
by an application of MILORGANITE 
this fall. Weed growth stops early 
in the fall but grass continues to 
grow until freeze-up. That is why 
Milorganite helps to produce weed- 
free lawns when applied in the 
fall. It crowds out dying weeds by 

Milorganite is supplied in stimulating grass population. 

wee sift-proot bags Recommend fall fertilization of lawns 


50-, and 100-Ib. to your customers rr Sell ‘em 
sizes . . . with complete MILORGANITE . a good profit 





directions for use printed to Lag per unit “of tale. Write = 
on each bag. Attractive name of your 
advertising , Pn count- tributor if you do not pene have it. 


er display and newspaper THE SEWERAGE COMMISSION 
aiectnentemuateens Dept. H-8 Milwaukee, Wisconsin 


VAUGHAN NOVELTY MFG. CO., Inc. & M | [ 0 R G A N T b 
"World's Largest Manufacturer of Bottle Openers and Can Openers | 


3211-25 CARROLL AVENUE CHICAGO, ILL 


~ «© * * BUY WAR BONDS AND STAMPS * * 





“Now is the time to modernize your store” 





Today, every day, the Heller Company 
is busy producing modern display 
equipment for the Hardware trade. 
Some people are surprised when they 
learn this fact. Others may feel that 
now isn’t the time to put their store 
in tip-top shape. 

But those who understand the sig- 
nificance, the importance, the value, of 
store fixture modernization, agree that 
such a procedure now is most impor- 
tant. When the war is over the best 
equipped stores have a running start 
on competition. The cost of improve- 
ments now are deductible on tax re- 
turns. The influence upon the trade, 
upon your employees, upon yourself, of 
a modernly equipped store is tremen- 
dous. More activity results and in the 
final analysis, you profit, month after 
month, year after year. In many in- 
stances it has meant the turning point 
for the better in a business career. 

Without obligation, may we tell you 
why so many stores have been Heller 
equipped. Write today. 


W. C. HELLER & COMPANY 


842 Bryant St. 330 Hudson St. 
Montpelier, Ohio New York City 











vs:*: Hi is the IDEAL LAWN & GARDEN FERTILIZER 





use. We are working 24 hours a day, 7 
days a week to help supply tools for the 
war machine. 





output is for Army, Navy and Air Corps 
Such all-out effort is necessary in spite 
of the sacrifices of civilian business. 
We're in a war and we're in TO WINI 


| When that job is done, it'll be back to 
| BUSINESS AS USUAL. 
| 


Diamond Calk Horseshoe Co. 


4612 Grand Ave. . .. Duluth, Minn. 
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x DIAMOND'S x 
PART in the WAR 
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DOOR HARDWARE 
J that opens the way 
fo increased sales 

T takes exceptionally well-built hardware such as these 


Pe A B+ products of the National Line to accelerate buying. The 


timely installation of these modern door aids proves 
a wise investment both as to convenience and utility. 





















: why Smooth, efficient door operation was the inspiration 
the in designing and manufacturing this hardware— 
ds by with years of extra built-in service. 

l ‘em Hb eabh ed ie Avae e 

profit Tk ANY 

s a National 

ie 

ive it. No. 17 Barn Door Bumper ~~” 

SION ™ ; ; 

onsin Nos. 14 and 15 Bar Holders are sturdily built as well as the 


pressed-steel No. 17 Barn Door Bumper. 


Stay Rollers of the No. 18 type are both reversible and adjustable. 
No. 319 Stay Roller is a heavy-duty type. 





veh No. 18 Stay Roller No. 20 Floor Guide with its adjustable feature is designed to serve 


a single door, or, if desired, guides to serve either double or triple 
doors are available in the National Line. 


Each style of Door Latch illustrated possesses distinctive features 
especially adaptable for a specific type of construction. 


All these well-constructed members of the National Line are worthy 
of your unqualified endorsement to your trade. You can sell them 


No. 319 with full confidence of their delivering efficient service always. 
Heavy-Duty Stay Roller 





2 


Write for full particulars about the complete National Line 


NATIONAL MANUFACTURING co. 


STERLING * * ILLINOIS 





No. 20 Floor Guide 











SCREWS INSIDE 
NATIONAL MFG-CO. 
sTeRuse 









No. 28 “‘Washburne” No. 27 No. 29 
Sliding Door Latch Swinging Door Latch All-Steel Latch 
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RKER POTTERY CO. 


Oldest Pottery in America 
Established 1840 
EAST LIVERPOOL, OHIO | 


Manufacturers of — | 


Pink and Blue Cameo Oven- 
ware and Dinnerware; Hot- 
oven Cooking Ware — 
Many Patterns; Deco- 
rated and Plain White 
Dinnerware ; Specialties— 
Cake Sets, Baby Ware, 
etc. Tunnel Kilns and | 
Most Modern Equipment. 


Write for illustrations 
and quotations. 



















* * * 


YES—SEND ME 
“TORCH POINTERS" 


—without charge or obligation. Your handy little 
[poohiet on the care and conservation of torches will 
lp me keep my present torch operating longer and 
more efficiently. 


* * * 





a 


| Address 
City 
| State 


CLAYTON & LAMBERT 
MFG. cO., Detroit, Mich. 





E Cecvi Coa 


ier xt! 


FAULTLESS CASTER CORPORATION 
EVANSVILLE, INDIANA 


Branches in Principal Cities Canada Factory: Stratford, Ontario 














Gardiner Solders SELL BEST 


nn oS 


<o 


Users everywhere know the advertised 
Gardiner trade-mark as a sign of highest 
solder quality. Display the famous 
Gardiner Repair-All Kit and you'll 
win the cream of the big home mar- 
ket. Ask your jobber for prices and 
details. 


. 


“ 


4821 So. Campbell Ave., Chicago, lil. 
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(ETAL CO. Mai. aa | 
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ing their cars 





more often. They know it's the only way 
to preserve the finish, their car's beauty 
and value through to Victory. Additional 
business and profits for you! 


THE SIMONIZ COMPANY CHICAGO, U.S. A. 





The Famous 


ote} 8] -) Me Reler 4), fe 
Chicage Padloch 


Gives you 


MORE to Sell! 


Hardware Dealers! — Investi- 
gate the CHICAGO LINE— 
where ALL locks — lock 
BOTH sides of shackle... 
and see how this “Double 
Locking”’ Security will step 
UP sales—for YOU!... 
and remember — there’s a 
CHICAGO Lock for EVERY 
Protection need! 


CHICAGO LOCK CO. 


2024 N. Racine Ave. 
Dept. 81, Chicago, Ill. 
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MANUFACTURERS of 
Western Riding Equipment 
and Harness 


Full flower stamped, hand- 
tooled western saddles and riding bridles for 


e cattlemen and Dude Ranches. Work harness 
oa and harness parts. Silver mountings for western 
saddles, bridles, martingales and men's belts. 
© Write for dealer's catalog 
* 
KEYSTON BROS. 
* 


WESTERN SADDLE MAKERS SINCE 1868 


755 MISSION STREET - SAN FRANCISCO, CALIF. 











he EMELOID CO. occ = 


ARLINGTON, N 


Retails at 2% 


J write for our full line 
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You ought to know the Answers - 


IF YOU'RE SELLING LAMP BULBS AND WANT TO HELP 
YOUR CUSTOMERS GET THE MOST OUT OF LIGHT! 





































FOUR 25-WATT BULBS ONE 100-WATT BULB 
1. Which shade is better? 2. Which is more economical? 
p—) 
oOo 
3. Does the lining of a shade 4. Does it help to wash shades 
make a difference? and reflectors? 


i The one at the left—its flaring shape gives 
widespread and generous light. The other 
confines light to a relatively small area. 


2 The 100-watt bulb. A single 100-watt G-E 
MAZDA lamp gives as much light as six 
25-watt lamps although it uses only as much 
current as four 25-watt lamps. 


% Yes—a big difference. Shades with dark lin- 
ings can waste as much as half the light pro- 
duced by a bulb. q 


Regular cleaning of bulbs and reflectors is a 
big light-saver. If they’re dusty and dirty, 
light output may be reduced 20 or 25 per cent. 


5 The G-E Right Size Lamp Chart...helps you 
to advise customers what size bulb to use for 
every lamp and fixture. If you don’t have a 
copy, get one from your G-E Lamp Supplier. 











5. Can you identify this chart? 











G-E MAZDA LAMPS 
GENERAL @ ELECTRIC 
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A NAME WHICH MEANS “LEADERSHIP THROUGH SPECIALIZATION” 


Propuct leadership springs from specialization. It 


in the day by day production of one product . . . always 





WOOD ... is pro- 
ducing more and 
more . . . to win the 
war more quickly. 







ilustrated: “Stuart” Brand 
° ack Sh 

with Steel |-Be 

Reinforcement 


> vel 
am Handle 


~\ } comes from the devoted labor of heads and hands uniting 
\VJ 
a 33 
Af 


endeavoring to make that product better and better. . . 
always insisting that each upward step in quality be main- 
tained in each tool produced. Specialization, such as this, 
leads constantly to those new ideas which make a product 
more durable, more efficient, and more useful. 


The Wood Shovel and Tool Company has specialized 
not only in the manufacture of shovels, spades and scoops 
but also in the creation of improvements in their design 
and workmanship. New features in these products, first 
originated and introduced by Wood, have formed mile- 
stones in the full modernization of man’s most ancient 
tool of useful labor. 


Chr 


JO8 
EV 


THE WO 0 D S Hi 0 V ‘a [ AND TOOL COMPANY -! 
PIQUA, OHIO 4 


A NATIONAL ORGANIZATION SPECIALIZING EXCLUSIVELY IN SHOVELS, SPADES AND SCOOPS 4 
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Purchasing gTOUP and their abbreviations: 


a MILITARY 


Symbol 
vy CLASS 1.90--AIRCRAFT—PRODUCTION AND MAINTENANCE 
(Complete except for armament and ammunition—as approved 
by the Joint Aircraft Committee). Nine : 
vY CLASS 2.00—SHIPS, PRODUCTION AND MAINT ENANCE (Com 
jete except for armament and ammunition). 
2.10 Battleships. 
oe 2.20 Aircraft Carriers. 
of 231 Escort Vessels (aircraft), combat, loaded transports, 
loaded cargo ships. 
Patrol Vessels. 
Landing craft including the following types: APM, ATL, YTL, tank 
lighters, artillery lighters, landing boats, support landing boats. 
Light Cruisers. 
Destroyers including escort vessels. 
Submarines. 
All other types of naval craft. 
Repairs to all naval vessels. 
Ships for Maritime Commussivn. 
CLASS 3.00—V EHIC LES—? ODUCTION AND MAINTENANCE 
(Complete except for armament and ammunition). 
Tanks and armored vehicles—all ee 
Vehicles, except rail—all other military types- 
CLASS 4.00—ARM AMENT AND WEAPONS—PRODUCTION AND 
MAINTEN ANCE (Complete with mounts and related equipment). 
Aircraft : : 
Anti-aircraft, Barrage Balloon Equipment, A. A. Searchlights. 
Artillery including railway and seacoast. 
440 Fire control, all types. 
4.50 Machine guns—ground, hand arms. 
4.60 Naval, all types. 
4.70 
a 


and combat 


SL SALLE $8 
AP bE 


Sees 


‘70 Tanks and anti-tank. 
90 Weapons of all other types. 
oe CLASS of alle MMUNITION—PRODUCTION AND MAINTE- 
ANCE (Complete items). 
o 5.10 Ammunition 20 mm. and above. 
5.20 Ammunition, small arms below 20 mm. 
¥, Bombs, depth charges, mines and torpedoes. 
eo 5.40 Propellants, chemicals, explosives. 
5.50 rotechnics. 
eo CLASS 6.00—W AR EQUIPMENT AND SUPPLIES—PRODUCTION 
AND MAINTENANCE (Complete with related equipment). 
o 6.10 Chemical Warfare equipment and supplies. 
6.20 Clothing, f'n supplies and subsistence. 
i ap Reproduction and photographic equipment. 


RASA 


of 6.50 Military field construction equipment. 

¥ 6.60 Military radio and wire communications, OF electronic 
equipment—all types. 

6.70 Military railway including rail vehicles and bridge equipment. 

6.80 Supplies and equipment—all other military types- 

o 6.90 Supplies and equipmen oil other. 

o CLASS 7.00—W AR TP ACILITIES—CONSTRUCTION AND/OR 
MAINTEN ANCE. ‘ 

o 7.10 Air Fields, Bases, Camps, Coast Defense, Depots, Forts, Navy Yards, 
Posts, Stations—Continental U. S. A. 

of 120 Air Fields, Bases, Campe Caast Defense, Depots, Forts, Navy Yards, 
Posts, Stations—outside Continental U. 8. A. 


ALLOCATION CLASSIFICATION 
Army—USA. Navy (including Maritime Commission)—USN; Lend Lease— 
(NOTE: The sy mbol numbers below have no relation to order of importance.) 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New MERICA! 
York, Philadelphia, 


AMERICAN CHAIN & CABLE COMPANY 
BLE COMP: 


<<h 


v i f 
ing of. 
oY 8.20 All Enemicals, Production and Processing of. 


RRKK AAR 


eee 


£ EES SS 
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¥7 14.00 CLASS 14 00—INDUSTRIAL 
eo 17.20 Education. 


xv. 
o 20.20 All other—ine 
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LL; Other Foreign Purchasers—FP; Other Domestic purchasers—DP. 


730 Munitions manufacturing facilities and proving grounds—government 
owned. 


7140 Panama Canal. ne 
150 Shipyards and Ship Repair facilities—government owned. 


INDUSTRIAL AND CIVILIAN 





Y CLASS 8.00--RAW MATERIALS PRODUCTION AND PROCESS- 
8.10 All Metals, ‘Production (including mining) Smelting and Process- 


8.90 All other Raw Materials, Production and EC rocessing of. 

¥Y CLASS 9.00—POW ER, LIGHT AND HEAT. 

9.10 Electricity. . 
9.20 Petroleum. 

9.30 Coal and Coke. 

9.40 Gas. 

CLASS 10.00—TRANSPORTATION. 

Railroad including Urban and Interurban. 
Automotive. 

Roads, Streets, etc., Construction and Maintenance of. 
Water Transportation, including construction of privately owned 


» 
esse 
SESS< 


Pee ee 
<8885<8e 


ransportation. 
00—COMMUN ICATION. 
Telephone. 
Radio. 


Telegraph. 
All er Communication. 
CLASS 12.00—PUBLIC HEALTH AND SAFETY. 
10 Sanitary & Health Systems & Facilities. 
uipment and Supplies including Personal Care. 
ety Equipment ‘and Supplies. 
13.00—AGRICULTURAL EQUIPMENT AND SUPPLIES. 
FOOD PROCESSING. 


1500 CLASS 15.00—WEARING APPAREL. 
o/ 16.00 CLASS 16.00—EQUIPMENT AND SUPPLIES FOR HOUSEHOLD 


E. 
~ cLAss 17.00—EDUCATION AND INFORMATION. 
17.10 Printing and Publishing. 


o 18.00 CLASS 18.00—RECREATION AND AMUSEMENT. 
vo 19.00 CLASS 19.00 —EQUIPMENT AND SUPPLIES FOR OFFICE USE. 
oY CLASS 20.00—MACHINERY AND EQUIPMENT FOR INDUS- 
TRIAL USE. 
20.10 Metal working machinery. 
uding Mine, Construction, Special and General Indus- 


trial. 
CLASS 21.00—NEW BUILDINGS, CONSTRUCTION OF. 


o 21.10 —s for Manufacturing and Commercial Purposes, Construc- 
ion 


of 21.20 All Types of Dwellings, Construction of. 
o 21.90 All Other Types of Buildings, Construction of. 
o 22.00 CLASS 22.00—OPERATING SUPPLIES & BUILDING REPAIR 
& MAINTENANCE. 
23.00 CLASS 23.00—ALL OTHER END USES—(excludes all sub-asserm- 
blies and parts going jnto finished products coming with the 
other classes). 
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Inventor y Con trol:— 


At press time it appears 
likely that WPB will impose 
some form of inventory con- 
trol on all distribution busi- 
ness. Just how soon or in what 
form this will be cannot be 
definitely stated at this time. 
One thing we surely may ex- 
pect is that this added war- 
time regulation will necessitate 
considerable additional book- 
keeping burden on retail hard- 
ware stores—almost as great 
as that needed for OPA’s price 
ceiling requirement of a “price 
ceiling record” on all items in 
stock. Once again, depart- 
ment store and chain store op- 
erators will find most of their 
required book data at hand be- 
cause they must constantly 
have such information avail- 
able in order to operate. But 
the average small retailer, in 
all fields, will not have the re- 
quired data at hand. He will 
be hard pressed to comply— 
no matter how willing he may 
be to live up to the full letter 
of the new regulation. Before 
placing this costly and labori- 
ous additional bookkeeping 
job on the retail and whole- 
sale business, WPB_ should 
consult with OPA officials and 
learn just how difficult it is for 
smaller businesses to create 
and maintain the additional 
elaborate accounting records 
that would be required. 


Is It Needed Now?— 
Presumably, WPB will im- 


pose inventory control on the 
theory that such regulation will 
eliminate inequalities in exist- 
ing inventories and _ replace- 
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ment opportunities. On _ the 
face of it, such a program 
might have merit for it is obvi- 
ous that all distributors have 
not shared alike in ability to 
replace depleted stocks nor in 
the earlier opportunity to in- 
crease inventories. Yet the 
question may now be properly 
raised whether or not such in- 
ventory control is necessary 
from this point on. Every con- 
sumer goods field suffers from 
steadily declining wholesale 
and retail stocks and greatly 
reduced available  replace- 
ments. It would seem that the 
distributing trades, suffering 
from a wide variety of short- 
ages, need very little arbitrary 
government-imposed inventory 
control until such time as some 
relief is possible which will 
provide a much greater flow of 
civilian goods than is now 
available or expected in the 
near-at-hand future. There- 
fore, it would seem totally un- 
necessary, at this time, to im- 
pose the burden of a general 
inventory control. All busi- 

















ness is already weighed down 
with war-time regulations and 
restrictions and a terrific bur- 
den of record keeping that is 
staggering in relation to the 
available time, money and 
man power needed to stay in 
business to say nothing of be- 
ing able to completely comply 
with further restrictions and 
their added accounting re- 
quirements. 


War Needs Inventor y 


Control? :— 

Most retail and wholesale 
distributors, and many manu- 
facturers, too, believe that 
some inventory control of 
Army, Navy, and other war 
needs purchases might be more 
appropriate than a general in- 
ventory control on private bus- 
iness. The huge quantities of 
almost everything that are be- 
ing purchased daily for war 
needs make business men won- 
der how much surplus goods 
will be dumped on the market 
in the immediate post-war pe- 
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riod. Those who were in busi- 
ness at the close of World War 
I will wince as they remember 
the veritable flood of all kinds 
of merchandise that demoral- 
ized prices, values and our 
general efforts to regain our 
normal civilian economy. Lit- 
erally, tons of almost every- 
thing were “just dumped” at 
prices so low that they repre- 
sented a mere fraction of the 
actual materials value. It was 
several years before many im- 
portant hardware markets re- 
covered completely on many 


basic hardware store lines. 


WPB might well investigate 
this phase of the problem be- 
fore imposing inventory con- 
trol on private business. While 
such an investigation might 
not free much raw materials, 
it might well release consider- 
able quantities of surplus fin- 
ished products for civilian con- 
sumption, thus relieving the 
pressure of our civilian econ- 
omy which must also be main- 
tained if we are to continue to 
raise tax monies to pursue the 
war effort and also if we are 
to have something worth fight- 
ing for when the war is over. 
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Jobbers’ Salesmen:— 


Under present conditions, it 
was inevitable that wholesale 
hardware firms would curtail, 
to some extent, the activities 
of their traveling salesmen. 
However, the records indicate 
that this curtailment is not yet 
drastic nor does the immediate 
outlook for such a development 
cause alarm. Through the 
courtesy of George A. Fern- 
ley, secretary-treasurer of the 
National Wholesale Hardware 
Association, we have some pre- 
cise data from 220 wholesalers 
showing that these “expected 
to curtail the activities of their 
traveling salesmen” as_ fol- 
lows: 


(a) Consolidating _ terri- 


tories 48 Houses 
(b) Reducing number of 
salesmen 13 Houses 


Arranging for sales- 
men not to travel two 
weeks each month 
(d) Arranging for sales- 
men not to travel one 
week each month 
Have taken certain 
salesmen off the road 
into the house 


(c 


9 Houses 


7 House 
(e 


41 Houses 


(f) Calling less frequent- 
ly on the retail trade .26 Houses 
(g) Eliminated specialty 


salesmen .. 10 Houses 

(h) Reducing all calls 
by one or more of 
the following meth- 
ods: 

(1) Elimination of  ) 
poor pay accounts | 

(2) Elimination of | Shine 
marginal accounts /{ 

(3) Elimination of 
distant territories } 

(i) Reduction of mileage 
traveled by salesmen 
by using one or more 
of the following meth- 
ods: 

(1) Double up with) 
salesmen of 
wholesalers of 
other lines 

(2) No call-backs 

(3) Rearrangement of 
territories \ 17 Houses 

(4) Use of trains, 
trolleys and buses 

(5) Increased use of 
mail and _ tele- 
phone to secure 
orders J 
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PATRICIAN POLYFLEX 


Perera by the thousands... 
contractors in essential war work. 
These have always been your cus- 
tomers for tools and equipment, includ- 
ing builders’ hardware by Lockwood. 
Today, more than ever before, your 
services should be valuable to them. 
In the fields of defense housing, mili- 
tary type buildings, Ordnance plants, 
maintenance, and other Conservation 
orders, you have valuable, ' war-win- 
ning services to offer in your long 


experience in the handling and 





’ 
“tp ‘ 


Still one of your customers, for Lockwood! 


supply of thousands of necessary items. 

Study the Critical Lists and the new 
inventory orders. Plan your business 
in terms of Preference Rating Orders, 
because that is where your business IS 
these days. 

Lockwood is ready, willing and able 
to serve you promptly on all priority 
orders for builders’ hardware. . . with 
the same skill and craftsmanship that 
gave you the most outstanding devel- 
opments over the past ten years in 


this type of hardware. 


LOCKWOOD HARDWARE MFG. CO.., Fitchburg, Mass. 


Division of Independent Lock Company 
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Albright’s Streamlined System 


TL 
HE Albright Hard- 


ware Stores, Albany, N. Y., have 
developed a streamlined system 
for handling the charge accounts 
of their three stores. Their meth- 
ods reduce office work to an ab- 
solute minimum, provide  cus- 
tomers with information about 
their accounts in a form which 
they can understand, and reduce 
the possibility of errors—a very 
important consideration if losses 
and complaints are to be avoided. 

“Another important advantage 
of our system,” says Howard P. 
Albright, partner and office man- 


ager, “is that it speeds up collec- 
tions of accounts. It accomplishes 
this by showing, at a glance, ac- 
counts which are past due, thus 
making it easy for us to follow-up 
collections systematically and ef- 
fectively. Both of these functions 
are important today, now that 
more and more government curbs 
are being applied to credits of 
all types.” 


Key Record—The 
Ledger Account Folder 


The key, and most unusual 
record in this system, is the cus- 
folder. 
(Fig. 1.) This form eliminates all 
posting or transferring of indi- 
vidual merchandise items (as listed 
on the charge slip) to customers’ 


tomer’s _ledger-account 


accounts. Charge sale slips with 
their original information are sim- 
ply filed each day in the accouni- 
folder and then totaled at the end 
of the month to determine the 
customer’s total charges for the 
period. This method simplifies 
the bookkeeping job and saves 
time, yet it retains complete de- 
tailed data about any transaction, 
a thing that is most essential in 
any retail hardware business. 
The face of the customer’s 
ledger-account folder is ruled in 
regular ledger form. There are 
columns for charges, credits, and 
balances as well as the date. Two 
columns are provided for collec- 
tion follow-up notations. 
Customers’ charge sale slips are 
placed in the folder each day 
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Fig. 1—The ledger-account folder is the key record in this system. “A”—Cash payments on account. “B’—Net 

charges for the month. “C”—Balance due from customer. “D”—Credit control symbols show number of months 

the account is past due. “E”—Collection follow-up notations. A ledger account folder is established for each 
customer when the account is opened. Folders measure 7 by 9 in. 
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Cuts Office Work in Half 


Howard P. Albright, partner and office 
manager of this Albany, N. Y., firm says: 


“Our system has the following advantages: 
“|—Eliminates re-writing of each item on charge slip 
and transferring this to another record. 
“2—Eliminates possibilities of errors which may oc- 
cur when anything is re-wriiten. 
“3—Customer’s confidence in our statement is in- 
creased: by supplying the duplicate copies of 
original charge slip with the statement. These 
show signatures of persons who received the 
goods. Thus, checking of account is simplified. 


“4A duplicate copy of each customer's monthly ac- 


keeping for this company’s three 
stores is handled by one girl in 
the main office.) Collection con- 
trol symbols and movable tabs also 
appear at the top of the form. 
The ledger-account folders are 
7 by 9 in. in size (to accommo- 
date 5144 by 8'% in. sales slips) 
and are kept in metal trays which 
fit into a regular letter file cabinet 
drawer. Two trays hold all of 
this company’s accounts and these 
just fill one file cabinet drawer 
(Fig. 2). The trays may be re- 


% é ‘ ‘ 
A count is kept in the office. It serves as a ready moved from the file, if desired, 
a reference and protection to dealer. It constitutes L « e 
* , > when the bookkeeper is working 
S legal proof if required. eS. ia 
ss 1. ail llecti b idi ‘sibl 1 on the accounts (Fig. 3). 
re Ble. wienlagenr cecal igdlewe sarap. a geensgd contro This important record was de- 
8 of every customer’s account and a record of ,; , a 
bd : vised by Mr. Albright and is of 
a collection efforts to date. hs, : 
ay _ , ’ boom — manila folder stock. The form is 
* 6—Credit control information is at dealer's finger sein: tani: tin: aaniaiaiaaalie lie: 
? tips. Lists of accounts on which the credit should : | tree itis : 
be stopped can be made up as often as desired. eo 
Are posted in the store for instant reference. U Triplicat 
“7—Is easily audited and conforms to all good book- aapillie a agree 
keeping practice.” Charge Sales Slips 
x Charge sales slips in triplicate 
ze are used in this system. Portable 
* where they accumulate until the account, customers telephone charge slip registers are located 
or] . 9 a ‘ P _ 
2 of the month. Customer’s number, and identification symbol —¢onveniently in their stores. The 
id name and address appear on the of the branch store that opened No. 1 (white) copy is the office 
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top part of the account folder 
along with such data as class of 


the account and with which the 
Pi 
customer regularly trades. (Book- 


(Continued on page 28) 
See chart on next page. 









Fig. 3—Below—Trays for ledger account folders are re- 
moved from the file drawers when statements are made 
up or when other work is to be done on the accounts. 





Fig. 2—Ledger account folders are 

arranged alphabetically in two 

trays. Trays are kept in a drawer 
a of a regular letter file. 
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record, No. 2 (yellow) is the cus- 
tomer’s bill and the No. 3 (pink) 
slip is the memo or delivery copy. 
Each day, as soon as the total of 
charge sales has been determined, 
the No. 1 and No. 2 copies are 
filed together in the respective 
customer’s account folders. These 
charge slips accumulate here until 
the end of the month. 


Handling Goods 
Returned for Credit 


When a customer returns mer- 
chandise previously charged to 
him, a credit slip is issued. The 
regular charge sale slips are used 
for this purpose. However, special 
notations showing that the slip is 
a credit to the account and the 
word “returned” are written upon 
it. Also, the amount is usually 
circled. Adjustments and allow- 
ances are handled in this same 
manner. 

The amount of goods returned 
each day is determined by totaling 
these slips. After this, the No. 1 
and No. 2 copies are filed together 
in the respective customers’ ac- 
count folders. The No. 3 copy 
is given to the customer. 


Handling Cash Payments 

on Account 

Receipts (Fig. 6), in duplicate, 
are issued for every cash payment 
received on account. A copy of 
the receipt is given to customers 
who make payments in person. If 
the payment is received by mail, 
a receipt is mailed when requested. 

Cash payments on account are 
posted each day directly to the 
ledger-account form (“A”—Fig. 
1) on the customer’s account 
folder. Thus, the record shows 
the status of each account; 
whether it has been paid in full, 
partially paid or if no payments 
have been made at all. 

Payments on accounts usually 
apply against purchases of the 
preceding month, which charges 
were entered on the ledger ac- 
count form (“B”’—Fig. 1) as one 
total when the monthly statement 
was made up. 

Therefore, by looking at the 
ledger account form the dealer 
sees at a glance how much the 
customer owes (Balance “C” 
Fig. 1), if it is past due, and 
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how much is past due at any 
time. This information is abso- 
lutely essential if collection efforts 
are to be planned and carried out 
efficiently. 

The month’s charges are repre- 
sented by the charge sale slips en- 
closed in the account folder. 
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goods returned 
and other allow- 
ances. Statement 
is made up in this 
manner when pur- 
chases for current 
month only are 
owing. 





Should a customer desire to pay 
his account in full during the 
current month, you simply add 
the total of the slips in the folder 
to the balance shown on the ledger- 
account form. 


Making Up Monthly 
Statements 


A statement (Fig. 4), in dupli- 
cate, of each customer’s account 
is made up at the close of the 
month. This statement lists the 
date of purchase, number and 
amount of each charge slip in the 
account folder. It also lists the 
credit slips for goods returned or 
other rebates or allowances. The 
statement is made up on the add- 
ing machine. It could be typed 
or handwritten. 


— PLEASE PAY PROMPTLY 
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Customers have only to check 
the charge and credit slips at- 
tached, representing their pur- 
chases and returns during the 
current month, to confirm the cor- 
rectness of the statement. To 
avoid confusion, cash payments 
received during the month are not 
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shown on the statement when 
such payments paid the previous 
months account in full. Customers 
prefer this type of statement rather 
than one that shows an amount 
forward and subsequently paid, 
according to Mr. Albright. 

Where there is an unpaid bal- 
ance due, a statement like Fig. 5 
is made up to show the past his- 
tory of the account. The old bal- 
ance, payments made and amount 
still due are listed on the state- 
ment. This is followed with the 
regular listing of charges and re- 
turns for the current month. 

The routine of making up 
statements is started about the 
28th of the month. They are 
made up in duplicate. All No. 2 


copies of the charge slips in the 
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account folder are attached to the 
original statement and mailed to 
the customer so he will receive 
them on the first day of the month. 

The duplicate statement and all 
the No. 1 slips for each customer’s 
account are stapled together and 
placed in a post binder in alpha- 
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customer. Opportunities for errors 
are reduced to a minimum.” 

In many other systems, indi- 
vidual items on each charge slip 
are re-copied upon a duplicate 
statement in a customer’s ledger. 
This requires a lot of time and 
mistakes are inevitable. 
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ly statements are 
made up like this 
when an unpaid 
balance exists 
from the preced- 
ing month. Suffi- 
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betical order. 


They are retained 
in the office as a permanent refer- 
ence record of the month’s charge 
business and each customer’s in- 
dividual account. 


One Posting of Monthly 
Charges to Customer's 
Account 

“The one thing that makes it 
possible to save so much time with 
this system,” says Mr. Albright, 
“is being able to record all 
monthly charge sale transactions 
to the customer’s account in one 
amount and at.one posting. The 
re-copying of all items is elimi- 
nated, because duplicates of the 
original slips. are included with 
the statement that _goes to the 
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r Customers 






forward and over 
due. 













When the customer’s monthly 
statement is made up, the total 
charged to his account for the 
month is determined. (“A”— 
Fig. 4.) Merchandise credits are 
listed and deducted from the 
charges on the statement, thus 
leaving one amount for the month, 
to be posted to the ledger account 


form. (“B1”—Fig. 1.) 


Credit Control and 
Collection Follow-Up 
Simplified 

The credit condition of each ac- 
count is indicated by the num- 
bers from 1 to 4 appearing along 
the top of the customer’s folder. 
(“D”—Fig. 1.) 


tab is used with these numbers to 


A sliding metal 








show at a glance the number of 
months the account is past due. If 
the tab is over the number 1, the 
dealer or bookkeeper handling 
collections immediately knows that 
that account is one month past 
duc. Thus, past due accounts are 
definitely spotted throughout the 
ledger accounts by the colored 
metal signal tab on them. These 
require the special attention of 


the credit manager. 


Provision for Recording 
Collection Letters 


Two extra columns are pro- 
vided on the ledger account form 
for the dealer to record the code 
number of collection letters and 
the dates each were sent to the 
customers. (“E”—Fig. 1.) Tele- 
phone calls, personal visits and 
any “promises-to-pay” the cus- 
tomer may make are also noted 


here. 


They “Get the Money” 


These credit and collection con- 
trol features are unique and very 
elements in Mr. Al- 
bright’s system. They were de- 
veloped after years of experience 
with other methods which made 
no’ provisions for that final, im- 


practical 


‘ 


portant step—“getting the money” 


—promptly. 
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Fig. 6—Receipts such as this 
are made out in duplicate for 
all cash received on account. 
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Ledge displays along 
sidewalls permit the 
showing of numerous 
popular selling ar- 
ticles of all kinds. 








Remodeled Store Attracts 50 | 


Modernization increases 
traffic and sales for 
Chabot Hardware, Detroit 





Practically every item in the tool stock is within 
plain view of the patrons who visit this department. 
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Ais INCREASE in 


women shoppers of more than 50 
per cent resulted when the Chabot 
Hardware, of Detroit, Mich., 
completely remodeled its store. 
This increased traffic developed 
considerable new business, for the 
modernized arrangement made it 
easier for customers to see not 
only the merchandise they came 
to purchase but many other re- 
lated items as well. Volume has 
increased consistently since the 
change was made and new cus- 
tomers are attracted to the store 
every day. 

The new store is modern in 
every detail from front to rear. 
Careful planning and the economi- 
cal use of space have made it 
possible to display much more 
merchandise than had been shown 
under the former arrangement. 
The displays themselves have been 
modernized and streamlined in 
order to present all merchandise 
in the best possible manner. Cus- 
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Tables featuring the 
electrical supplies 
and lamp bulbs have 
choice locations by 
the wrapping counter. 





tomers have reacted to these im- 
proved displays in a decidedly 
satisfactory manner. 

The location of many depart- 
ments were changed in the new 
layout. Tools, which formerly 
had been shown at the rear, were 
moved to the front. The amount 
of space allotted to this line re- 
mained about the same but more 
than double the amount of mer- 
chandise is now shown, an ac- 
complishment made possible by 
the modern display equipment 
now in use. Tool sales had al- 
ways been considered thoroughly 
satisfactory, but since the de- 
partment has been in the new lo- 
cation they have easily exceeded 
all past records. 

Displays of housewares were 
expanded and this fact, no doubt, 
has been largely responsible for 
the increased number of women 
customers now trading at the 
store. The housewares depart- 
ment now occupies about 60 per 
cent more space than it formerly 
did. A_ gift goods department 
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has also been added and is lo- 
cated near the front entrance, a 
position which E. J. Chabot, own- 


er, feels is ideal for this type of 
merchandise. Customers can’t help 
seeing this section whenever they 





This gift goods department builds traffic and makes many extra sales. 
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The shelves of this sidewall fixture are removable. During certain 
seasons this equipment is removed and bulky items are shown there. 


enter or leave the building. Gift 
popular-priced 
brackets draw store traffic and 
are one of the best lines a dealer 
can use for this type of promo- 
tion. 

Sound planning has made it 
possible for customers to circu- 
late freely throughout the entire 
store. Side aisles are wide and 


goods in the 


frequent cross aisles enable the 
shoppers to move without diffi- 
culty from one side of the store 
to the other. A large skylight at 
the rear also serves to stimulate 
a circulation of customers. The 
skylight makes this section one of 
the brightest parts of the store and 
people are naturally attracted to 
this area. 


Traffic Stimulated 

Tables are arranged back to 
back in the center of the store and 
are in batteries of four. Every 
foot of floor space is used fer the 
purpose of producing business. 
The cash register and wrapping 
counters are at the extreme rear 
just beneath the skylight. Locat- 
ing these units there has also 
served to draw customers through 
the store. 

“Our sporting goods display is 
located along the sidewall at the 
rear of the store,” says Mr. 
Chabot, “and we feel that this is 
an ideal place for this line. The 
sportsman usually wants to spend 
some time in selecting an item. 
Here he can take as much time 
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as he desires. He is not both- 
ered by other customers nor is 
he rushed in any way. 

“We also show a skeleton stock 
of toys along the other sidewall 
at the extreme rear. Customers 
coming back to the wrapping 


counter, and many of them do, 
must pass this display and they 
usually pick up some small toy 
for the children. This means that 
we have made an extra sale. A 
good many of the toys are shown 
in the lower base of the fixture 
where they are within reach of 
the youngsters. They frequently 
find something of interest there 
and their parents usually are 
quite anxious for them to have 
new playthings.” 


Ample Illumination 


Modern fluorescent lighting is 
used throughout the store. Walls 
and fixtures are painted a light 
shade. Department signs are 
made of post-on letters which ad- 
here to the smooth-painted sur- 
faces at the tops of the fixtures. 

The plan for the store was de- 
veloped by G. K. Morton, in 
charge of dealer service, Buhl 
Sons Co., of Detroit. Mr. Morton 
also supervised the installation of 
equipment, the arrangement of 
merchandise and the development 
of all displays. 


Mass Display Boosts Wax and Polish 


TU‘LOOR wax and polish volume 

increased at B. Kreiger’s, Shel- 
ton, Conn., when an entire table 
was given over to the display of 
this line. Every item on the table 
was plainly priced and large quan- 
tities of merchandise shown. This 
type of display secured the atten- 
tion of customers immediately and 
established the company as an im- 


portant seller of these necessary 
products. 

The table of waxes and polishes 
is located towards the rear of the 
store under a large skylight which 
floods this part of the store with 
daylight. Shoppers naturally are 
drawn to the light which makes 
this section one of the best traffic 
spots in the store. 





Cans of wax and polish are arranged so that labels can be plainly seen. 
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Shop Work Helps Jeffords’ 
Maintain Sales Volume 


Home heating work also paves the way 
for many future sales in other lines 


General Limitation Order L-79 (Plumbing and 

Heating Equipment) restricts the sale of coal 

and oil-burning furnaces. However, gas burn- 

ing, warm air furnaces are “not restricted by it, 
nor are parts for conversion. 


| \ SHOP specializing 


in all kinds of home heating work 
builds volume for Jeffords’ Hard- 
ware Store, Fort Atkinson, Wis.. 
and also lays the ground work for 
many future sales in other lines 
sold by the store. This shop is 
busy throughout the entire year 
and, although new furnace instal- 
lations predominate, there is con- 
siderable repair work on old 
equipment to be handled. Jobs 
amounting to from $200 up to 
$1,800 are not uncommon with 
this firm. 

“Usually the fall is the busiest 
time of year for us,” says L. J. 
Jeffords, owner. “Last fall we 
had more than 30 jobs ahead 
of our crew and the shop has been 
working at capacity ever since. 
Success in the heating business is 
not just a matter of price. It goes 
far beyond that. Service is very 
important, and when we promise 
to do something at a certain time 
or have a job completed by a cer- 
tain date we fulfill these promises. 
Every job must be completely 
satisfactory to customers or we 
will make it right. 

“In order to operate a shop 
under policies of this type, it is 
very important that the jobs be 
properly ‘analyzed, the right type 


‘of equipment for the job sold, and 


then installed correctly so that the 
customer will secure satisfactory 
results. This requires shop men 
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Oil - burning fur- 
naces are shown 
in a_ decidedly 
unique manner on 
the main floor of 
this store. 


Equipment in the 
shop must be ar- 
ranged so _ that 
workmen will not 
interfere with one 
another when do- 
ing their work. 


Conditions in the 
shop are improved 
by the fluorescent 
lights which en- 
able workmen ta 
do more accurate 
work in consider- 
ably less time. 














ez 


who know their jobs and we have 
four of the best workmen, all of 
whom have been with us for many 
years.” 

It is also important that the 
dealer operating a shop sell qual- 
ity equipment bearing a national- 
ly-known brand which has gen- 
eral consumer acceptance. Jef- 
fords’ carries well-known brands 
of heating equipment and this has 
added to the firm’s prestige. 

Invariably, the installation of a 
heating job leads to additional 
business. Workmen have the op- 
portunity to carefully check other 
types of equipment throughout the 
home and, later on, the owner can 


le contacted and the replacement - 


of these items discussed. In many 
cases, the extra work should be 
done while the heating plant is 


being installed and often can be 
done for less money at that time. 
Customers always appreciate sug- 
gestions of this type and feel that 
Jeffords’ sincerely has their in- 
terest at heart. 

So far, home heating equipment 
has not been affected too much by 
priorities. Repairs are still avail- 
able and will continue to be avail- 
able in all probability and this is 
a very profitable part of the busi- 


ness, 
Installations Financed 


Many installations of heating 
equipment are financed. These are 
usually handled through the local 
banks. Mr. Jeffords finds that this 
is more satisfactory to customers 
and to the store. 

Good shop equipment is a pri- 


Now's the Time to Check Customers’ 


ATER and water supply have 

been vital factors in the out- 
come of many battles and wars. The 
hardware dealer who checks and 
keeps in good condition the water 
systems of his community helps our 
“all-out” war effort by helping to 
conserve water and also by extend- 
ing the life of water systems. 

“Municipal water experts figure 
$4.25 as the average yearly cost of a 
dripping hot water faucet... A few 
drops of water is not much waste, 
but multiply them by dripping time 
and number of outlets and the fig- 
ures mount,” C. Kent Bradley, man- 
aging director, Turf Information Re- 
porting Foundation, stated in an 
article in a recent issue of the mag3- 
zine, Golfdom. 

Speaking in terms of golf courses 
this magazine stated, “What is con- 
sidered a slow drip, a small drop 
per second is said to leak 456 gal- 
lons a year. An average drip wastes 
15 gallons daily, 450 a month or 
about 60 cubic feet. An opening of 
1/32 in. consumes 264 gallons in 24 
hours, 7920 gallons a month. Leaks 
totaling 4% in. aperture, under an 
average 50 lb. pressure, by - passes 
1,827,000 gallons monthly. Should 
this condition exist within 36 outlets 
at 18 tees and greens, plus low 
points of line drains, a_ single 
month’s loss exceeds 10 times the 
turfed acre water gallonage require- 
ments in a normal growing season.” 

The wide awake hardware dealer 


can use this information to his ad- 
van‘age in contacting country clubs 
and other large water users for ser- 
vice work. And he can tell home 
owners the facts, too. New plumbing 
equipment is far from plentiful be- 


mary requisite for good work. It 
is also necessary if the dealer is to 
compete successfully with larger 
shops and keep his production and 
labor costs at a level where the 
shop can operate profitably. Shop 
equipment must be arranged 
properly if the work is to go 
smoothly and if the men are to 
keep out of each others’ way. 
Fluorescent lights are used in 
the shop and they provide an ideal 
illumination for day or night 
work. Recently, a new lock former 
was installed to enable workmen 
to produce ducts and chutes more 
quickly and accurately. Machines 
are used to speed up work wher- 
ever possible. In this way, the 
output of the shop has been in- 
creased and the men have been 
able to make more money also. 


Water Systems! 


cause of the war program. Thus 
anything a hardwareman can do to 
help preserve water system equip- 
ment will pay him dividends in cus- 
tomer satisfaction and help the war 
effort. 





Calls Attention to 


Sharpening Service 











ing so they cut like new. 








Attention Dairy Farmers 


“Kusel’s Sharpening Service” 


For your convenience we maintain a Special Sharp- 
ening Service Department. We are especially equip- 
ped to handle expertly all makes of Clipping Ma- 
chines for complete servicing. 

Bring in or send in your Blades for expert sharpen- 


WE CARRY A COMPLETE STOCK OF 
Stewart Clipmasters—Parts and Blades 


D. & F. KUSEL CO. 

















D. & F. Kusel Co., Watertown, Wis., advertises and promotes a sharpening 
service which is much used and appreciated by the dairy farmers in the area 
surrounding this store. The department specializes in the sharpening of 
clipping machines and the income from this results in a very satisfactory 


profit to the company. This company is located in one of the best dairy 


sections of the state. 
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Palace Hardware Finds New Volume 
in Unpainted Furniture 


San Francisco firm ties 
/ it in with paint, depart- 
ment and both lines boom 


Be fur- 


niture, as a part of the paint de- 
partment, is proving to be a suc- 
cessful addition at the Palace 
Hardware, San Francisco, Calif. 
This is a perfectly natural acces- 
sory to the department and is par- 
ticularly important at the present 
time when extra volume is needed 
to take up the slack resulting from 
curtailments to major appliances, 
power tools, etc., R. L. Dohrmann, 
manager, points out. Paint sales 
have increased steadily and the 
furniture line is also producing a 
decidedly satisfactory volume of 
its own. 

“We installed unpainted furni- 
ture some time ago,” says Mr. 
Dohrmann. “We were influenced 
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toward the line by two factors, 
first, there is little likelihood that 
it will be curtailed, and second, 
that there is very good indication 
that consumers’ demand for prod- 
ucts of this type will $ncrease.” 


Mark-Up and Turnover 


The line shows Agplightly better 
than average markshp. Turnover, 
on the other hand, is not high, but 
stocks, if planned carefully, can 
minimize this condition as much 
as is possible. Manufacturers of 


this merchandise usually render 
excellent delivery service, which 
helps materially in the replace- 
ment of stock. 4: 

Finding enougkr space in which 
to display unfinished furniture is 
a difficult problem in most hard- 
ware stores. The display at the 
Palace Hardware had to be 
crowded considerably in order to 
show a suitable assortment. Some 
sacrifice had to be made because 
of lack of space. A store with 
sufficient floor space could well 


(Continued on page 84) 
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Sweetnam’s Sells From One to Three 
Water Softening Systems a Week 


S WEETNAM’S HARD. 


WARE, Peoria, Ill, stepped up 
its sales of water softening sys- 
tems by means of carefully 
planned demonstrations and _in- 
terior displays and now sells from 
one to three complete systems a 
week. Demonstrations were first 
put on at a home show, which was 
held in the community early in 
the spring. Following this, a 
unique display showing what 
water softeners could do was set 
up in the store. 

The firm obtained an old water 
heater tank the inside of which 
was heavily encrusted with lime. 
The lime was approximately one- 
half-inch thick and was so hard 
that it could not be scraped off. A 
large hole was cut in the tank and 
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an electric lamp was placed with- 
in so customers could see the con- 
dition of the inside. This helped 
them understand the value of a 
water softener and what it would 
do. Any person could see that if 
this lime deposit could be pre- 
vented, the cost of heating water 
would be greatly reduced. This 
was a decidedly impressive display 
and always interested shoppers in 
the store. 

Demonstrations were put on in 
the store from time to time to im- 
press the townspeople with the 
hardness of the city water. Two 
glass tea kettles were used in these 
demonstrations. One was filled 


with regular city water direct from 
the tap, while the other was filled 
with water which had _ gone 
through the softener. Both kettles 
were placed on an electric stove 
and the water boiled. In a very 
short time a cloudy lime forma- 
tion would appear in the un- 
treated tea kettle. The treated 
water remained perfectly clear. 

This demonstration made quite 
an impression on local residents 
and brought to their attention a 
situation many of them had not 
realized 

Large show cards with perti- 
nent information about the items 

(Continued on page 84) 


Demonstrations assist 
displays in increasing 
sales for Peoria firm 





This interior display demonstrates conclusively the advantages 
of water softeners and helps the firm maintain its sales record. 
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Response... 


from the mother of 4 girls 


One of Remington’s 1942 advertisements featured 
Old Jake, a duck decoy, as a symbol of Americans’ 
right to enjoy the unrestricted privilege of hunting. 
This four-color advertisement was re-written for 
boys’ publications, using the story of a father pass- 
ing this battered old decoy on to his son. Here’s a 
letter prompted by this advertisement—a “human” 
sort of letter we believe Remington dealers will 
enjoy reading: 


Dear Sirs: 

Your advertisement in July Boys’ Life will cer- 
tainly be an inspiration to all who read it. Our 
men will be inspired to work just a little harder 
to win this war, so that soon again they may en- 
joy this privilege, and the many others our coun- 
try has to offer. 


My husband and his dad have hunted ducks 
together ever since Bud (my husband) was big 
enough to carry a gun. So, naturally, after we 
were married we thought it would be nice if our 
first born would be a boy, so that he could go hunt- 
ing with HIS dad. Well, we had FOUR DAUGH- 
TERS before we finally got the boy. 


Now you see why your picture appealed to us. 
By the time Bud, Jr., is old enough to go duck 
hunting his dad will be more than willing to say 
“From now on, Son, he’s yours.” 


Yours very truly, 
A Boy’s Mother 
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YORE PA FEELS MIGHTY LOw-Down! 
AFTER WE TALKED HIM INTO 
TAKING A STEADY Jo8, THEY 
UP AND MAKE THE DUCK SEASON 
LONGER / 


AUGUST 20, 1942 









Our pledge for the present and 


the future... 


“IF IT’S REMINGTON, IT’S RIGHT!” 


For over a century and a quarter this spirit has led 
Remington to produce guns and ammunition that 
deserve consumers’ complete confidence. Its prod- 
ucts are right from every viewpoint — accuracy, de- 
pendability, smoothness and safety of operation. .. . 
“If it’s Remington, it’s right” is a pledge to the 
dealer as well as the consumer. For it means that 
these products give full value, building good-will 
and repeat business. 


Today, the technical skill and competence with 
which Remington has met the exacting requirements 
of sportsmen are being applied to the achievement 
of our common goal—Victory. Every dealer in guns 
and ammunition can take pride in the fact that his 
cooperation helped build and sustain the sporting 
arms and ammunition industry for its all-important 
assignment today. New Remington guns and ammu- 
nition that would otherwise reach dealers’ shelves 
have a bigger job to do—that of serving with Amer- 
ica’s armed forces. We know that every dealer would 
want it that way. However, when peace returns, 
Remington will again provide arms and ammunition 
for America’s sportsmen. 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 
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Too Many Catalog Descriptions 


YOO many contestants are 
‘| subm.tting simple catalog 
descriptions of the mer- 
chandise items listed for the con- 
test. Such descriptions are fine 
for the retail hardware dealer in- 
terested in purchasing a stock of 
these goods. Most dealers under- 
stand and know what certain con- 
struction features in an article 
mean in service and satisfaction. 
Few customers, however, know 
about these things and it is for 
this reason that the rules of the 
“Selling Sentence” contests em- 
phasize the importance of first 
telling the customer what the item 
will do for them. Please read 
rule No. 5 again. 

Selling sentences are judged on 
how well they explain to cus- 
tomers: (1) what the item will do 
for them; (2) how the item does 
it, and (3) how long it will do it. 

Build your sentences along these 
lines and you will soon get into 
the top money class. You will also 
improve your salesmanship by de- 
veloping more effective selling sen- 
tences. Be sure to study the win- 
ning selling sentences published 
here. 


Not a Selling Sentence 


One club member submitted the 
following entry on the paring 
knife: 

“This paring knife has a 
hammer-forged high carbon 
steel blade, hand honed to a 
razor edge. It has a@ rose- 
wood handle attached with 
three heavy-duty rivets and a 
safety guard.” 

This member 
has listed some 
good points about 
a paring knife, 


however, it is not a selling sen- 
tence. This is simply a descr.p- 
tion of the article. 

This type of description will not 
interest or sell the average house- 
wife. She is interested in what the 
knife will do for her and how and 
why it will do such things. She 
may not know that a paring knife 
with a blade made of hand-forged 
high carbon steel will hold a keen 


edge longer than any other. That 
it will enable her to work faster 
and easier in preparing her food 
in the kitchen. 

Therefore, these are the things 
the paring knife will do for her 
and these are the points the sales- 
man should bring out first in his 
selling sentence. 

Do you get the idea? Oke, let’s 
try again. 





Winners of the July 
“Selling Sentence’ 
Contest 


Contestants in the July “Selling Sentence” Contest 
were required to build selling sentences about the 
following merchandise items: 


1—Sponge (all purpose 3—Paring knife 


type) 
2—Shotgun shells 


4—-Small tool box 


; 5—Portable electric heaters 


The editors op HARDWARE AGE acting as judges, 
have selected the following winners. First prize 
awards of $2.00 each have been paid to these mem- 
bers for the best selling sentence in each merchan- 


dise group: 


SPONGE (All Purpose) 
FIRST PRIZE—$2.00 


won by 


MILDRED WRIGHT 
Chas. Salerno Hardware, 
Grosse Pointe Park, Mich. 


“You can use this all-purpose 
sponge for cleaning jobs in the 
kitchen and bath. It’s soft, too, 
when wet. So soft that it will never 
scratch the fine finish of the car 





MILDRED WRIGHT 
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or of any household articles. Feel 
how tough and durable it is. You 
can sterilize it with boiling water 
and it’s so absorbent that it will 
hold 20 times its own weight in 
water. I’m sure you will be pleased 
with the service and long life of 
this sponge.” 


* * * 


TOOL BOX 
FIRST PRIZE—$2.00 


won by 


HELEN M. DOUGLAS 
W. H. Douglas Hardware, 
Commerce, Tex. 
“This box is large enough to 
hold all the essential tools around 
the home or the small repair shop. 





HELEN M. DOUGLAS 


The arrangement of partitions in 
the box are very convenient also. 
See how this tray, with eight di- 
visions, rises to a handy position 
when the lid is lifted. This box 
will stand a lot of rough treat- 
ment, too. These round corners 
are strong and the box is finished 
with baked-on enamel. Your tools 
are safe in this box. The lock is 
riveted to the sheet steel and 











catches are brass plated so as to 
resist corrosion. You can carry it 
easily by the one piece, heavy wire 
handle on the top.” 

x * * 


SHOTGUN SHELLS 
FIRST PRIZE—$2.00 
won by 


STEVEN A. MADGER 


Perth Amboy Hardware Co., 
Perth Amboy, N. J. 


“Here’s a shell with an extra 
long range. It is hard hitting and 
scatters the shot in an even, uni- 





STEVEN A. MADCER 


form pattern. It’s wetproof, too, 
which makes it very valuable to 
duck hunters. The finest progres- 
sive burning powder is used in the 
loading of this shell. Thus, you 
need never fear that the barrel of 
your gun will become rusted, cor- 
roded, or pitted from the use of 
these shells.” 


‘ 


* * 2 


ELECTRIC HEATER (Portable) 
FIRST PRIZE—$2.00 
won by 


HAROLD R. BARLOW 
Owen Hulett Hardware Co., 
Williamstown, Ky. 

“For any small space, this elec- 
tric heater will give you a clean, 
constant, uniform heat. It will be 





You receive $1.00 for each idea 

considered worthy and accepted 

for publication. Watch these 
pages of successful ideas. 


appreciated especially on damp, 
cool fall and spring days. Pro- 
tect your family against these sud- 
den changes in the weather and 
maintain their good health. The 





HAROLD R. BARLOW 


heater has an enamel finish for 
easy cleaning, a heavy asbestos 
cord for your protection, and the 
sturdy electric element will give 
forth its comforting glow for many 
winters.” 


* * * 


_PARING KNIFE 
FIRST PRIZE—$2.00 
won by 


MILDRED SACHS 


Ronald Hardware Co., 
Springfield, Ohio 


“This paring knife will never 
rust or stain because the blade is 
plated with chromium steel. It 
will also hold an edge for a long 
time and it is easily sharpened. 
The concave razor-like construc- 
tion of the blade makes this pos- 
sible. To resharpen the blade just 
use a steel or a fine oil stone. Give 
this good care and you will get a 
lot of pleasure 
and long and effi- 
cient service 
from this knife.” 










Honorable Mention 


The judges award the rating of “Honorable Mention” and a payment 
of $1.00 to the following contestants whose entries, though not win- 
ning one of the major prizes, were considered worthy of publication: 


SPONGE (All Purpose) 


LENA DAY, DeVore Hardware 
Co., Monongahela, Pa. 

“This is an excellent sponge for 
washing windows, walls, _ tile, 
autos, and for the bath. It’s a 
cellulose sponge which gets very 
soft and absorbent when wet. You 
never have to hunt in the water for 
this sponge for it floats. It can also 
be sterilized with boiling water if 
this is ever necessary. Take care 
of it properly and it should easily 
last you more than a year.” 


* * * 


SHOTGUN SHELLS 
D. R. WOODBURY, Waite 


Hardware Co., South- 
bridge, Mass. 


“These shells make hunting a 
real pleasure. You'll have com- 
plete confidence in them, too, be- 
cause of their wet-proof construc- 
tion, special priming and power. 
This corrugated casing enables 
you to secure a better grip on the 
shells when they are handled, espe- 
cially if your fingers are cold.” 


* * 7 


TOOL BOX 
D. R. WOODBURY, Waite 
Hardware Co., South- 
bridge, Mass. 

“You'll like this tool box be- 
cause it enables you to keep your 
small tools together. It’s made of 
heavy steel, baked enamel finish, 
has a safety lock and a name plate. 
The 12-in. rule imprinted on the 
cover comes in handy many times, 
too.” 


* ~ * 


PARING KNIFE 
HAROLD R. BARLOW, Owen 


Hulett Hardware, Wil- 
liamstown, Ky. 


“Your work will be faster, 
easier, and safer with this paring 
knife. The knife will stay sharp 
longer because the blade is made 
of quality cutlery steel. This safety 
guard protects your fingers and 
keeps them from slipping onto the 
sharp edge of the blade. If this 


“0 


paring knife is not abused it will 
last for many years.” 


ee @f #8 


SLECTRIC HEATER (Portable) 
HELEN M. DOUGLAS, W. H. 


Douglas Hardware, Com- 
merce, Tex. 

“This portable electric heater 

will distribute the heat evenly 


about the room, for it is equipped 
with a 14-in. chromium-plated 
copper reflector. An 8-ft. detach- 
able cord comes with the heater 
and enables you to move it any- 
place in the room. Just plug this 
cord into any baseboard outlet. 
Notice how the heater’s element 
and reflector are shielded by the 
deep, wire guard. This prevents 
accidents. Here’s the seal of ap- 
proval of the Underwriters’ Labo- 
ratories indicating that this item 
has passed their safety standards 
and tests. You will be delighted 
with the way this heater per- 
forms.” 





Gift Goods Attract Women 
to Swinehart's 


HIS attractive gift goods. dis- 

play, which occupies an entire 
sidewall of L. S. Swinehart Co., 
Richmond, Mich., attracts women 
customers to the store in ever in- 
creasing numbers. A most complete 
stock is presented and new lines are 
being added all of the time. 

“New lines and novelty items 
keep customers interested in the de- 
partment and the store,” says L. S. 
Swinehart, owner. “We are always 
looking for new goods for this de- 
partment and these new items are 
featured in our promotion efforts.” 

This entire fixture was built by 


ez 





local cabinet makers. The back- 
ground is of knotty pine siding 
which is a very inexpensive material. 
This was shellacked and varnished 
in order to bring out the natural 
wood finish. Ample illumination for 
background and ledge is achieved 
through the use of lighting units at 
the top of the fixtures. 

The ledge of this display is used 
to show the more popular selling 
items in each line of gift goods. 
These displays are also changed 
from time to time and step-up units 
improve the display of this mer- 
chandise. 
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Women shoppers spend plenty of time in this store 
browsing around this attractive gift department. 
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For years he’s been making a living out of what you 
so smugly call “junk.” Gathered up what you threw 


away... paid money for it, even. Recognized the 


importance of it, located it, invested in it, hauled it, 
sorted it, prepared it, stored it. Thank God he did. 


Today the SCRAP collector is almost the No. 1 
man on the blitz parade. Pin a medal on him, if you 
want to reward public service! 


He just about doubles steel production! 


For, every ton of scrap he feeds to the hungry 
maw of the steel furnace, 
combined with smelted 
iron, yields approxi- 
mately twice the amount 
of new, better steel. For 
twice as many ships, 
tanks, guns, planes, 
shells and other weapons 
of Victory! Or in peace 
days, double the abun- 
dance of automobiles, 
refrigerators, washing 


KYERO! 


machines, radios and other contributions of indus- 
try to the comfort and progress of a free America, 


Scrap collectors and dealers, the country over, are 
cooperating with Salvage for Victory campaigns... 
willingly paying individuals or ‘patriotic organiza- 
tions for scrap thus obtained. But every day... in 
between civilian drives . . . they continue the search 
for scrap in their own established, systematic way! 


You can help them to get in the scrap! 


SCRAP 1S VITAL TO 
STEEL PRODUCTION! 


Pittsburgh Steel Co. 7 


GRANT BUILDING 


PITTSBURGH, PA. 
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FALL SPORTING GOODS WINDOW 


MERCHANDISE: Sweat shirts, gym shirts, athletic supports, punching bag, boxing 
gloves, footballs, football bladders, helmets, shoulder pads, basketballs, basketball blad- 
ders, pumps, whistles, basketball shoes, trunks, roller skates, steel traps, fur stretchers, gun 
oil, 22-cartridges, shotgun shells, gun cleaning rods, duck decoys, duck calls, small gage 


shotguns, hunting boots, soft balls, gloves, bats, table tennis sets. 


BACKGROUND: Center panel of light tan corrugated board or painted wallboard. Side 
panels of dark brown material. Cut-out letters in bright red. 


Early September—Display Fall Sporting 
Goods and Portable Heating Equipment 


L. always good selling 


technique to display seasonal mer- 
chandise somewhat in advance of 
the peak selling period. It’s al- 
ways better to be a little too early 
than one day or one week too late. 
Shortages in some lines of sport- 
ing goods, notably in hunting 
equipment, will be experienced 
this fall. However, there will be 
many other lines in which short- 
ages will not exist that can be sold 
and promoted with good results. 


42 


Window displays, probably, will 
have to be more general and show 
a greater variety of sporting goods 
than in the past. The trim sug- 
gested on this page shows how 
several different types of sporting 
goods can be shown together and 
still achieve an interesting and at- 
tractive display. 

2 f 
Events for September 
Sept. 7—Labor Day 
Sept. 20-26—National Dog 
Week 
Sept. 23—Autumn begins. 


Hardware dealers might well 
cooperate with the programs of 
various civilian groups to send 
items of sporting goods to the 
numerous service camps through- 
out the country. The store could 
offer its place of business as 
a headquarters for the collection 
of such items and do a very good 
turn in this most worth while 
effort. 

It is both fitting and proper that 
the hardware store establish itself 
as headquarters for sporting goods 
and active participation in com- 
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HHL ox THE AMERICAN WORKMAN 


* The Thermos brand vacuum bottle gets the call with the American 
workingman. For generations Thermos has helped make him the 
best-fed and healthiest workman in the world. 


To maintain the prestige and salability of Thermos brand 


vacuum products, depend on Thermos to carry on with consistent 


advertising and to continue manufacturing the finest vacuum ware 


possible under wartime conditions. 


THE AMERICAN THERMOS BOTTLE COMPANY, NORWICH, CONNECTICUT 


Thermos Bottle Ce., Ltd., Toronto Thermos Limited, London 


THERMDs 


TRADE-MARK REG. U. S. PAT. OFF. 














AUGUST 20, 1942 











munity events of this type will do 
much to create this impression. 

This would be an excellent time 
to emphasize to every man and 
boy in your community the im- 
portance of being physically fit. 
Rejections of young men called by 
Selective Service Boards have been 
relatively high, and this has 
brought to light a condition that 
few realized had existed. Do not 
be surprised if you see more and 
more emphasis on physical train- 
ing in the future. 

The alert 
goods should capitalize on this by 


seller of sporting 


showing people how they can be- 
come physically fit. Fortunately, 
most of the items necessary for 
daily exercises of various types 
are still obtainable. Build a sell- 
ing story around these various 
items because every woman. or 
child will not select the same 
sport as a means of achieving 
some measure of physical improve- 
ment. 

Be ready with your portable 
equipment early _ this 
Have this merchandise 


heating 
month. 
set up and ready to be promoted 
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“iTS AWFULLY HOT— 00 YOU HAVE To PUT ON TWO 
COATS JUST TO PAINT A KITCHEN CHAIR?” 








and displayed on the first cool day. 
Shortages of coal and fuel oil in 
certain parts of the country may 
cause some delay in starting. the 
main heating plants in many 
homes this year. The interest in 
portable heating equipment, there- 
fore, will be greater than ever. 
Electric and gas heaters should 


be very much in demand. If your 
stock is good you should have 
little trouble in selling this equip- 
ment. 

Most hardware dealers have a 
large enough variety of portab!e 
heating equipment so that one en- 
tire window can be used for a dis- 
play of this merchandise. Be sure 
to include in such a trim the many 
small repair parts and mainte- 
nance items, for these will no 
doubt be very much in demand. 

Stress the fact in your adver-— 
tisements that you carry repair 
parts for portable heaters. This 
information could well be added 
to the window display and pre- 
sented on a medium sized show 
card. Manufacturers’ display ma- 
terial frequently can be used and 
much of the copy of these cards 
is directed along these lines. 

A simple and easy to install 
window on portable heating equip- 
ment is shown on this page. Fol- 
low these suggestions and substi- 
tute merchandise wherever it is 
Hardware Age inter- 
fixtures are 


necessary. 
changeable display 


used in this trim. 
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PORTABLE HEATING EQUIPMENT WINDOW 


MERCHANDISE: Portable oil heaters, electric bowl heaters, gasoline heaters, gas heat- 
ers for fireplaces, electric blower heaters, wicks for oil heaters, elements for electric heaters, 
flexible gas tubing, rubber tubing, electric cord sets, extension cords, generators for gaso- 
line heaters, gas cocks, plugs, switches, sockets, and other repair parts. 

BACKGROUND: Center panel of light tan corrugated board or painted wallboard. Side 
panels of dark brown material. Cut-out letters in bright red. 
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ENROLL NOW IN ONE 
NORTHEASTERN DIST. 
Utica, New York. Aug. 
Albany, New York... Aug. 
New Bedford, Mass.. Aug. 
Providence, R. I... . . Aug. 
Aug. 
Hartford, Conn... .. . Aug. 
Worcester, Mass... . Aug. 

METROPOLITAN DIST. 


N.Y. City (2 schools).Aug. 25 
New York City. ....Sept. 15 
Newark, N. J........Aug. 27 


ATLANTIC DISTRICT 


Williamsport, Pa.. September 
Clearfield, Pa.. .. .September 
Reading, Pa... .. .. Sept. 
Wilkes-Barre, Pa. Sept. 
Allentown, Pa.. Sept. 
Lancaster, Pa...... . Aug. 
Harrisburg, Pa... .. . Aug. 
Philadelphia, Pa... Sept. 
Atlantic City, N. J.. . Sept. 
Wilmington, Del.. .. . Aug. 
Baltimore, Md...... . Aug. 
ac “ay D. C.... Aug. 
Luray, September 
Hagerstown, Md.. September 
SOUTHEASTERN DIST. 


New Orleans, La... .. Aug. 25 
Jackson, Miss Aug. 26 
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OF THESE HOME LAUNDRY TRAINING MEETINGS! 


EAST CENTRAL DIST. 


Middleboro, Ky.. 
Grand Rapids, M 
Lexington, Ky. 
New Castle, P; 
Louisville, Ky. 
Pittsburgh, Pa 
Columbus, Ohio. 
Saginaw, Mich. 
Evansville, Ind. 
anton, Ohio... 
Cincinnati, Ohio. 
Toledo, Ohio. 
Fort Wayne, Ind... . 
Cleveland, Ohio... 


Indianapolis, Ind.. 
Muncie, Ind.. 
Terre Haute, Ind.. 


Milwaukee, Wis... . . 


St. Louis, Mo. 
WEST CENTRAL 


aul, Minn... .. 


La Crosse, Wisc.. .. 
Mankato, Minn.. 
Denver, a 


EENTER 
DEALER 


“ Appcr. 
muesce 





, | Sept. 3 
. not set 


CENTRAL DISTRICT 


. Aug. 19 
Minneapolis, Minn... 
. Aug. 24 
. Aug. 25 
.. Aug, 27 
. Aug. 27 
.. Aug. 28 
.. Aug. 31 
Se 


Waterloo, la 
Mason City, | 
Fargo, N. D.. 
Sioux Falls, S. 
Sioux City, la.. 


i Sept. 2 
SOUTHWESTERN DIST. 
Oklahoma City, Okla. Aug. 
Wichita Falls, Texas. A 
allas, Texas - 
Little Rock, Ark 
Tyler, Texas. . 
aco, Texas... 
San Antenio, Te 
Houston, Texas 
Beaumont, Te : 
sa, Ariz.......... Aug. 30 
PACIFIC COAST DIST. 
Bakersfield, Calif..... Aug. 24 
Les Angeles, Lali. .A 
San Jose, 
ugene, Ore.. . Aug. 
San Diego, Calif. . Aug. 
San Francisco, Calif.. Aug. 
Fresno, Calif. . Aug. 2 
San Bernardino, Calif. — 
Bellingham, Wash... 
Stockton, be 
Portland, Ore. 
Seattle, Wash... 
Sacramento, Cal 
Phoenix, Ariz.. 
pt. 1 Olympia, Was 
Sept. 2 Red Bluff 


DIST. 
Aug. 20 


This sign, identifying the G-E 
Authorized Service Center Dealer, 
will get wide-spread publicity. A 
full-color, 2-page advertisement 
featuring it will appear in the 
August 29th issue of the Saturday 
Evening Post, which is on the news- 
stand August 25th. Other equally 
striking advertisements will appear 
in Life, August 24th; Better Homes 
and Gardens, September; Ladies’ 
Home Journal, September; and 
McCall’s, September. 


WEE. 


SECOND OF NATIONAL SERIES 


General Electric appliance training 
schools have already won the enthusiastic 
support of dealers and service men from 
coast to coast. More than 3000 recently took 
refrigerator service training in approxi- 
mately 100 schools across the country. 
Now comes the second national series of 
schools, concentrating on G-E Home 
Laundry equipment, including washers and 
ironers. 


BEGINNING AUGUST 24th 


Some time from the latter part of August 
on there will be a G-E Home Laundry 
Service Training School in session near 
you. A partial list of dates and locations are 
shown in the box. 


SOME OF THE FEATURES 


1. Sensational new G-E Movie: “Into the 
Wringer and Out—with J. Smedley 
Sprout.” 2. Sound slide film: “Servicing 
Washer Mechanisms and Wringers.” 
3. Another movie (tentative): “Eight Months 
Later,” brings you up to date on G.E.’s 
service policy and program. 4. “Round 
Robin” session on washer and ironer 
servicing, supervised by G-E trained 
service personnel. 


SEE YOUR G-E DISTRIBUTOR 


Home Laundry Training Schools in your 
locality are sponsored by your General 
Electric appliance distributor. Be sure to 
get in touch with him now for actual dates 
and other information, All dealers and 
service men interested in G-E washer and 
ironer servicing are cordially invited to 
attend. Some time will also be devoted to 
service problems on other appliances. 


xk * 


‘ 

(JENERAL ELECTRIC and its dis- 
tributors have a three-fold aim in setting 
up these national service training schools 
».. 1. To help back up the Government's 
Conservation Program. 2. To help Mrs. 
America get the most out of her appliances 
for the duration. 3. To assist G-E appliance 
dealers in performing a better servicing 
job and thus help them build a more 
successful business. 

Already more than 1000 dealers have 
qualified through our distributors as author- 
ized Appliance Service Center dealers 
for G-E appliances. Get all the facts on how 
you, too, can qualify, by attending one of 
the Home Laundry Training Schools your 
G-E distributor is going to conduct. 
Consult him TODAY! 


General Electric Co., Appliance and 


Merchandise Department, Bridgeport, 


Connecticut 


GENERAL @ ELECTRIC 





Late September—Push Linoleum and 
Home Furnishing Accessories 
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FLOOR COVERING WINDOW 


MERCHANDISE: Floor covering samples in 6 and 3-ft. lengths. Scatter rugs of the same 
material shown on a sloping platform in the center of the window. Linoleum varnish, floor 
wax, varnish brushes, floor polishers, and wax spreaders. 

BACKGROUND: Center panel of bright yellow corrugated board or painted wallboard. 


Side panels of the same material. 


rugated board. 


 =_— deal- 


ers are continuing to diversify 
their stocks during these times 
and are adding many new lines 
to their present stocks of home 
furnishing accessories. Two sug- 
gested window displays on lines 
in this classification are shown in 
this article. 


Floor Covering 


The window trim of this line, 
shown on this page, makes use of 
actual samples of various patterns 
of floor covering in the back- 
ground and along the sides of the 
windows. Most manufacturers 
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will supply their dealers with dis- 
play samples at a reasonable cost. 
These are primarily for use in the 
permanent floor covering display 
in the store. However, several of 
the display samples can be re- 
moved from this space in order 
that a suitable window display 
may be developed. 

The most popular selling pat- 
terns should be presented in the 
trim. Various qualities of floor 
covering should also be included. 
Be sure to show the small mat 
rugs which are often offered at 
bargain prices. There are numer- 
ous accessory items that ought to 


Cut-out letters on center panel of medium blue cor- 


be shown with floor covering. A 
list of these items is to be found 
in the caption under the suggested 
display. 


A Special Department 


Floor covering can best be 
sold when it is displayed in a 
special department or section. 
Dealers should plan such a dis- 
play in some part of the store. 
Space at the rear of the store or 
even a spot in the basement can 
be used for such a department. 

Make this department a light 
and bright place. The colorful 
display samples of the floor cover- 
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No.3 GENUINE 
CRESCENT REPAIR PARTS 
PROLONG TOOL LIFE 
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Every tool user...from individual 





mechanic to large industrial plant 
...can speed production and help 


the war effort by actively practic- 
i = SPRING 


ing tool conservation. With thou- ° 


@ KNURL 


sands upon thousands of new tools 





needed by our Army, Navy and 





Air Force, any effort which will \ PIN 
prolong tool life now becomes 

doubly important. 

Genuine Crescent Parts are avail- 
able through Crescent jobbers in 





all sections of the country. The 
only information necessary for 
ordering is the name of the tool, NUT © aa 8017 
its size or type, and the name of the 

part needed. Illustrations give the preper names of all parts. 


In addition to the parts illustrated above, parts are also 


available for Crescent Nail Pullers. The illustration at left 


PARTS FOR NAIL PULLERS will enable you to iden- 


LONG JAW 


tify the various nail 





puller parts. In order- 


name TDF | ing, give number of the 








nail puller and name 





uw the parts needed. 
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CRESCENT TOOLS 
Give Wings to Work 


CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 
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REPLACEMENT 
HANDLES AVAILABLE 
FOR THIS TYPE ONLY 










TENSION SCREW 
WRENCHES 


(on Pistol grip types only) , 






PLIERS 











ing will go a long ways toward 
accomplishing this. The floor of 
the section might be covered with 
various patterns of floor covering. 
Customers seem to be able to get 
a better idea of how the material 
will look if it can be seen on the 
floor. 


Tailor-Made Floors 


Give the customers something 
different and they will prefer your 
store. This is especially true in 
the floor covering line, and there 
is ample opportunity for the alert 
dealer to develop floors of special 
design and even carry out ideas 
that the customer might have. 
You can certainly eliminate com- 
petition and increase volume in 
this manner. 


Home Furnishings 

Tables receive hard usage in 
many homes with the result that 
they are items which are con- 
stantly being replaced. A num- 
ber of varieties of tables are 
required around the house. In 
displaying this merchandise in the 
window attempt to show at least 
one of each of the types that you 
stock. Use a small platform at the 


Latest News on 
PRIORITIES 
and 
WAR-TIME ORDERS 
on page 71 








rear of the window to elevate the 
tables shown there or place the 
larger and higher tables in that 
space. 


“Use” Angles 


Tables are usually designed for 
one or more purposes. When 
showing them in the window, try 
to tie the table in with its general 
use so that the customer will im- 
mediately know what it is de- 
signed to do in the home. 

For example: a lamp table 
should have a lamp displayed on 
it. A radio table could have a 
small radio on the top. A coffee 
table might be set up with com- 
plete coffee set as well as the 
necessary sandwich making ac- 
cessories. An end table, with 
space below for magazines should 
have some current copies of con- 


sumer publications in that sec- 
tion. A record end table should 
contain a number of phonograph 
records with a record player on 
top. 

Extra sales are often made by 
showing accessories of this type 
along with a particular table. At 
least, other related items of mer- 
chandise are brought to the cus- 
tomer’s attention by following 
this method of presentation. 


Store Displays 


Atmosphere should be provided 
in order to show tables in the 
most ideal way. Cover the open 
floor with an attractive rug and 
then arrange your display o° 
tables on it. If it is possible, ada 
a few suitable chairs and show 
how the various style of tables 
can be used with them. Custom- 
ers usually want to see how a 
particular table looks with a cer- 
tain chair. 

Unless the hardware store has 
a complete furniture department, 
this suggestion cannot be carried 
too far. Nevertheless, it is worth 
carrying out insofar as it is prac- 
tical. 
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HOME FURNISHING ACCESSORIES WINDOW 


MERCHANDISE: Radio end table, coffee table, lamp table, record cabinet and table, 
magazine table, book rack end table, also, table lamps. small radios, cocktail sets, sand- 
wich trays, book ends, percolators, ash trays, toasters, etc. 

BACKGROUND: Center panel buff of corrugated board or painted wallboard. Side 
panels of dark brown material. Cut-out letters on center panel in bright yellow. 
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ARE NOW ON 
ACTIVE DUTY 


Guarding all branches 
of our armed services 
* ARMY * AIR FORCE 


* NAVY * , COAST GUARD 
* MARINES * MERCHANT FLEET 


Protecting vital production 
lines of the entire nation 
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By SAUNDERS NORVELL 


Nas YORK CITY 


is the greatest rooming house in 


the world. The condition of the 


rooming house business indicates 
the condition of business in New 
York. 

Rooming house business in New 
York has been for some time and 
is now very bad. They can’t make 
expenses. Before we went into 
the war there was a boom in 
“refugee” business. They wanted 
$10.00 rooms for $5.00 a week. 
Rooms were filled however at 
maybe $6.00. The story of New 
York rooming houses and their 
inhabitants would make an_in- 
teresting human story. Then came 
the war and the “refugee” tenants 
faded away, possibly attracted to 
war boom towns. Then young 
men and women workers either 
entered the Army or found war 
work in other towns. Thousands 
of rooms are vacant. 


New York Overlooked 


The Government for some rea- 
son or other has by-passed New 
York City. Mayor La Guardia 
has been visiting the President 
to find out why New York has 
been overlooked, when all the 
profitable plums have been passed 
around. Taxation without any 
war profits. 

Then, with 17 other states out 
of our 48, New York gets oil and 
gasoline rationing, four gallons a 
week on A cards. Then what 
happens? Thousands of cars are 
put in dead storage at a cost of 
$6.00 a month. The used car 
market is dead. The only value 
in a car is the tires. A price ceil- 
ing has been put on tires. And 
now the price of gasoline is up. 


50 


Now what happens. Thousands 
of used cars are being shipped 
from New York to the war boom 
towns. A dealer in used cars tells 
me he has bought and stored 200 
used cars. He says workmen are 
putting their large family earn- 
ings in the family stocking, not 
in banks. They all want cars. 
When the gasoline limit is ended 
he predicts the biggest cash boom 
in used cars the country has ever 
seen. Hold on to your car he 
says. Wait for the boom. That 
also goes for tires and equipment. 
It looks logical. 


Get Birth Certificates! 

In these days it makes a great 
difference where you were born. 
In almost any contact you have 
with the Government they want 
a birth certificate. The question- 
naire they send when you apply 
will give a Philadelphia lawyer a 
terrible headache. You may be 
75 years old but they will want 
to know all about the doctor who 
brought you into the world as well 
as all others who officiated. The 
point is that it is a wise move 
to get birth certificates for each 
of the members of your family 
when the records are not too old. 

A manufacturer told me re- 
cently that one of his foremen 
was an Italian. He had been with 
him 15 years, never worked any- 
where else and was 32 years old. 
He had been brought to this coun- 
try by his parents when he was 
two years of age. He married 
an Italian girl when she was 17. 
She came over to this country 
when she was one year old. They 
attended and graduated from our 
public schools. When they came 
of age they voted and have regu- 


larly voted ever since. 
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One fine day a government 
official dropped in and informed 
this manufacturer that he had an 
enemy alien working for him. 
Born in Italy—never naturalized. 
After a lot of trouble and heart 
burning it was fixed up. The 
Italian and his wife became citi- 
zens, all their voting had been 
illegal. So it would seem that a 
foreign-born citizen, even if he 
has been voting for years, would 
do well to call on the proper 
officials and check up on his 
papers. Now and when the war 
is over such matters will be im- 
portant. Being prepared may 
save a lot of expense and trouble. 


Old Time Razors 
While being shaved I asked 


the barber to let me see his razor. 
It had been made in Belgium. I 
used to sell the same brand at 
$12.00 a dozen wholesale. What 
is this razor worth now, I> in- 
quired. $6.00 each, he said. 
Whew! I had four of these razors 
stored away. Good idea to use 
old fashioned razors as credit for 
hair cuts. At least 10 hair cuts 
per razor. 
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@ It’s true enough. Aircraft require many yard and farm equipment operating, your 
millions of bolts, nuts and screws in their Lamson bolt stocks are now indispensable. 
assembly. Tanks require bolts. So do guns. We are still manufacturing such bolts for 
And trucks, and tractors, and all the equip- your jobber, of course, and your jobber 
ment that fighting men need for warfare, can supply you under definite restrictions 
are put together with bolts. “Priorities” imposed by the Government for the good 
limit your jobber’s disposition of his stocks, of all. @ Ask for your copy of the Lamson LAhg 


; ; ' an | 
curtail his orders, and for some types of “Ready Reference” List from your jobber’s cs 4% 
bolts he can get no replacements “for the salesman, or from us. It’s a handy visible 
duration.” Your jobber is “on the spot.” indexed catalog and price list. 


You've depended upon him for years, now THE LAMSON & SESSIONS COMPANY « y 
he must depend upon you for co-opera- 1971 West 85th Street + Cleveland. Ohio 
tion in his difficulties. To keep household, Plants at Cleveland and Kent, 0.; Chicago and Birmingham 


LAMSON & SESSIONS 


S@.LtTs ° ‘ ee SS . Cc. 1 T:& 2 5S ° ‘ GC AF s:C R Eco oS 





Ask your Jobber for the Lamson Line 


Bicycle Repair Department Builds 
Profits and Traffic 


Babcock Hardware Co. of 
Oconomowoc, Wis., is now 
averaging from 10 to 12 
requests daily to take 
care of injured bikes 








A BICYCLE repair 


department recently installed by 
Babcock Hardware Co., Ocono- 
mowoc, Wis., has proved to be 
decidedly profitable, according to 
Don Babcock, owner. 

This firm formerly sold many 
bicycles per year in this lake re- 
sort city of 5000, and when gov- 
ernment restrictions forbade their 
sale, save on a rationing basis, 
Mr. Babcock figured that there 
would be an opportunity to start 
a repair service. 


Customers of all ages bring their bicycles to 
the store for inspection and eventual repairs. 


One of the firm’s clerks was 
handy with tools and, according- 
ly, was put in charge of the bi- 
cycle repair department. So far 
the section has brought in enough 
business to keep this man busy 
about four hours a day. The rest 
of his time is devoted to store 
sales. 

“The volume of repair business 
is steadily growing,” says Mr. 





A bicycle in good re- 
pair is a real asset in 
wartime! Use it for 
shopping, short vaca- 
tion trips. Let us re- 
pair it and supply new 
parts. 








Reasonable Prices on All 
Bicycle Repairs and Parts 


Babcock Hardware 


Phone 336 156 E. Wis. Ave. Oconomowoc, Wis. 


13 — UNLUCKY FOR THE JAPS — Buy War Bonds 
Monday, July 18th 
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One of the firm's ads that helped sell its repair service. 


Babcock. “I think we average 
about 10 to 12 requests for ser- 
vice a day. Repairs will range 
all the way from 25 cents to 
around $6.50. The latter price 
includes a complete overhaul job 
and the bicycle is also repainted.” 

Many of the jobs which come 
to the store are small, but the 
store sooner or later tries to sell 
a complete overhaul job to every 
bike owner. Leaky valves and 
punctured or leaky tires are fre- 
quent causes for service. 


“This bike repair service has 
certainly increased our store traf- 
fic,” declares Mr. Babcock, “and 
the customers are not all children. 
Parents will come to the store 
with their children and remain 
to look over the rest of the stock 
and make purchases. Then again 
many bicycles brought in for ser- 
vice belong to working men and 
women who have stored their cars 
and use the bike as a form of 
transportation about town.” 

Investment in tools for such a 
bike repair department is small, 
says Mr. Babcock. Such a service 
department also can be used to 

(Continued on page 84) 
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EING REPAIRED! 


Profit from this opportunity 


..« by telling your customers 
how NUCUT Files help do 
more work better, faster! 


WHAT FILE shall we use in rebuilding this 
discarded product? What file for repairing 
that worn part? What file for.overhauling 
that old equipment? Questions you are 
asked every day! Questions, too, you are 
going to hear more often! Because every- 
where people are fixing up and salvaging 
old things. 


This is a wonderful opportunity to tell 
how NUCUT Files wiil help your customers 
—by filing more, better, faster, with less 
effort. NUCUT’S exclusive “Wavy Teeth” 
design is a patented combination of coarse 
teeth and fine teeth, positioned in scientific 
wavy rows. The coarse teeth cut clean, 
deep, true. The fine teeth level the surface 
smooth. Both at the same stroke! Without 
skidding or scraping! 


Ask your jobber about sizes, shapes and 
cuts to meet your customers’ needs best 
—for iron, steel, aluminum, brass, bronze, 
copper, slate and wood. 


HELLER BROTHERS COMPANY 
America’s Oldest File Manufacturers 
Newark, N. J. * Newcomerstown, Ohio 





HELLER 


WAVY TEETH 
ett Mam 


FILES 


PaT. NO. 2027039 
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To Help You Sell More Goods 


Manufacturers Offer These Display Helps 





KEEP 'EM 
WORKING... 


Bring Us Your 


Coleman 
LAMP 
LANTERN 
IRON-STOVE 








Coleman Card Piugs Re- 
newal Service — Coleman 
Lamp and Stove Co,, 
Wichita, Kan., is offering 
dealers a new display card 
for use in windows or in 
the store which will help 
them secure repair busi- 
ness on the Coleman prod- 
ucts in use in the commun- 
ity. The card gives the cus- 
tomer a complete story on 
this renewal service. It is 


ra 





’ approximately 16 by 24 in 
We lI Make It . in size. Dealers should or- 
der Display Form A34. 


LIKE NEW! 
| Charges Reasonable 


om 


Display Card Features Foley 
Food Mill—An attractive dis- 
play card is offered by the 
Foley Mfg. Co., Minneapolis, 
Minn., for window or cuuuter 
use. It features an actual 
sample of a food mill and 
copy on the card stresses the 
item’s importance during the 
canning season. This display 
card and recipe folders will be 
sent free upon request to 
any dealer 
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Myers Wail Poster—This wall poster, showing 
the many uses of running water around the 
farm, is offered to dealers by the F. E. Myers 
& Bros. Co., Ashland, Ohio. It is an excellent 
selling chart and shows ,in a very under- 
standable manner the many requirements 
that the farm water system supplies. The 
poster is a good size and can easily be used 
in window displays as well as in the store. 


Carpet Sweeper Sales Aids 
—To inform consumers 
about the exclusive fea- 
tures of Landers “Open 
Top” carpet sweepers, 
Landers, Frary & Clark, 
New Britain, Conn., offers 
dealers two attractive, 
three-color display cards 
which are easily attached 
to the handle of a sweeper. 
These cards give the cus- 
tomer a quick but complete 
picture of the features of 
the open top models, and 
attract attention to the mer- 
chandise. 





G-E Glow Lamp Display Card—A display 
card on glow lamps for use as night lights 
in the home is offered to dealers by the Gen- 
eral Electric Co., Lamp Department, Nela 
Park, Cleveland, Ohio. The card is 9 by 12 in. 
in size and is printed in black and white. It 
has an easel back and can be used either 
in windows or on display tables. 
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Shall War Plants Shut Down? 


Shall — be Laid Off ? 
Shall Our’ Soldiers Die? 


Unless the steel industry gets 6,000,000 
EXTRA tons of scrap iron and steel this year, 
it cannot produce al] the steel required for 
our war production program. 


It’s a serious situation. Because about half of 
the steel in every tank, airplane, ship, gun 
and shell comes from scrap—approximately 
50% of every charge into an open-hearth or 
electric furnace is scrap. ; 


There’s a lot of scrap iron or steel in or around 
every plant or shop. Old, obsolete, idle 
machines—old line shafting and pulleys— 
broken or worn-out dies, jigs, templates, 
rolls, patterns, molds, tools, gears, cams, 
fixtures, trucks—old pipe, valves, radiators 
—idle water tanks and supports— 
unused smoke stacks and other struc- 
tural items—anything made of iron or 








—ALL BECAUSE YOU DIDN’T SALVAGE ALL YOUR SCRAP IRON AND STEEL? 


steel which has lost its value in its present 
form. Don't overlook the scrap at home, too. 


Dig it out. It’s urgently needed—to keep war 
production flowing—to keep men at work—to 
protect our soldiers against the enemy. 


Put a competent man or a committee to work 
on a special campaign of your own. Tell every 
man in your plant how important scrap is 
today. Post this story op your bulletin board, 
(we'll gladly send reprints). Pile up every piece 
—no matter how small. You'll be surprised at 
the amount you find. Then call your nearest 
junk or scrap dealer. He’ll buy it from you— 
and send it on its way to a steel mill. 


If you and every plant does this PROMPTLY, 
you'll be helping to hasten the end 
of the war—you'll be helping to save 
the lives of those who fight for you. 








This Advertisement Sponsored by 


REPUBLIC STEEL CORPORATION 
General Offices: Cleveland, Ohio 


Berger Manufacturing Division « Culvert Division + 
Union Drawn Steel Division « Truscon Steel Company 


In Cooperation with the U.S. Government's Salvage Campaign 





Niles Steel Products Division + Steel and Tubes Division 
¢ Export Department: Chrysler Building, New York, New York 








To Help You Sell More Goods 


Atkins New 10-Piece Display—A new effec- 
tive 10-piece window display is offered to 
dealers by the E. C. Atkins & Co., Indiana- 
polis, Ind. It consists of four attractive colored 
display signs on Atkins saws with war-time 
slogans and six Handy-man signs. Anyone 
can easily use this material in windows or 
it can also be used effectively in interior dis- 
plays in the store 





Lloyd Fluorescent Starter Display—A colorful 
counter display carrying 20 of the best and 
fastest selling ‘No-Blink” fluorescent 
starters is being offered to dealers by the 
Lloyd Products Co., Providence, R. I. 
play is 1] by 14 in. in size and is designed 
for use on store counters or tables 
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Display for “Victory” Windows—A complete display 
set has been developed by the Sherman Paper Prod- 
ducts Corp., Newion Upper Falls, Mass., to enable re- 
tail dealers to iie in with the National Victory Display 
Program and to promote the sale of War Bonds and 
Stamps through the medium of store windows. The 
display consists of a large pictorial panel in full color, 
patriotic streamer, shield-signs, and side columns and 
pedestals. It has been priced low ($4.95) to bring it 
within the means of even small retailers. The Victory 
display set is being sold through display dealers in 
all principal cities. 





Wars on Waste—Easy Washing Machine 
Corp., Syracuse, N. Y., offers this attractive, 
three-color window display material which 
will. enable dealers to tie in with the com- 
pany’s three-point Wartime Clinic designed 
to promote conservation of clothes and wash- 
ing machines, stimulate the purchase of War 
Savings Stamps and Bonds, and provide deal- 
ers with a complete new service program 
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“MATEY __ 

IT’S SURPRISIN’ 
HOW MUCH LONGER 
MANILA ROPE LASTS 
WITH THE RIGHT 
KIND O' 


STORAGE” 





n en which will burn 
» strength and life of the 


in loose coils on pegs if o 
3 is notavailable. : 
aa ws f radi 
QUALITY “Sia emepn 
CONTROLLED es ‘ ise. Keep out of sun. 
Every StepoftheWay ~~ - 8. Dry before storing . 


to avoid rot. 


LUMBIAN 


COLUMBIAN 
ROPE » 
COMPANY 


This advertisement is Number Two in a series currently appearing on AUBURN 
rope conservation. The first of this series was on Selection. Others » e: Teg 
to appear will cover Handling, Inspection and Safety Precau- The Cordage City 


tions. Until the time when anyone may again freely pur- EW RK 
chase Columbian Tape-Marked Pure Manila Rope, we ee N Yo 
are offering these suggestions to aid in securing 
maximum service from any Manila rope now in 


use. They are, of course, also applicable to d 
rope made of other fibres. y 
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Not realized — Probably not 
yet does the average American con- 
sumer realize the oncoming shortages 
of countless familiar “hardware” lines, 
yet the buffer stocks of retailers and 
wholesalers—however well planned 
are being depleted with ever-increasing 
speed. Doubtless, too, there are a great 
many small retailers who have been so 
well served, up to now, by their sup- 
pliers, that they still do not fully sus- 
pect the “famine” which is on the way. 

The average wholesaler, however, is 
very conscious of his serious and in- 
creasing shortages, and of the certainty 
of sharply reduced operations in the 
months ahead. The avid search for suit- 
able substitutes, to fill some of the 
gaps, is developing many interesting and 
some surprising experiences among 
leading jobbing concerns. 

e . * 


Severer controls—Pushed by 
the very unfavorable war news, Wash- 
ington plans and announcements stead- 
ily extend their controls of price, policy 
and personnel throughout all businesses, 
and these controls have “teeth.” For 
example, a new amendment _incor- 
porates into the license granted to 
wholesalers and retailers, the provisions 
of all maximum price regulations to 
which these sellers are subject, thus 
making violation by a wholesaler or 
retailer of any maximum price regula- 
tion a violation of the provisions of his 
license. 

> * +. 

New goods pricing—A price- 
ceiling formula was established by 
O. P. A. Aug. 1, for manufacturers, 
affecting the multitude of new-type con- 
sumer goods and building materials 
brought into the market because of 
the use of substitute materials and 
changes in production methods. The 
retail and wholesale prices of such mer- 
chandise, however, continue under the 
general price ceiling. 

Previously, manufacturers have been 
required to apply to O. P. A. for pric- 
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ing methods on new lines of merchan- 
dise. Under the present order they can 
compute the legal ceilings themselves, 
from the mark-ups on other items in 
similar price range. 

= * . 

Price indexes higher — The 
Department of Labor reported a rise of 
0.2 per cent in its wholesale price in- 
dex in the last week of July, and at- 
tributed it largely to marked advances 
in prices for foods not controlled by 
the Office of Price Administration. Av- 
erage market prices of foods advanced 
1.2 per cent and reached the highest 
level since October, 1929. 

The general index stood at 98.6 per 
cent of the 1926 “par,” or 10% per 
cent higher than a year ago. 


* « * 


Farm prices rise—If there 
were sufficient hardware to buy, the 








farmers could surely be lively buyers. 
The Department of Agriculture reports 
that average farm prices advanced three 
points between mid-June and mid-July, 
reaching the highest level reported 
since 1928. The index of prices re- 
ceived by farmers in mid-July was 101 
per cent of parity. The meat animal, 
cotton, cottonseed, and truck crop 
groups, already above parity in mid- 
June, continued to advance to July 15. 
All other major groups remained 
below parity levels, although prices of 
dairy and poultry products climbed 
close. Grains and fruits were the only 
groups reported to have shown declines 
during the month. Farmers received the 
amazing total of $5,773,000,000 for 
products marketed during the first half 
of 1942, the Agriculture Department 
estimated. Their income in the first 
half of 1941 totaled $4,012,000,000. 
+ e * 

Crop outlook—Crop prospects 
in the United States are the best on 
record for this time of year, the De- 
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States comprising regions in these charts: 
New England—(Conn., Maine, Mass., N. H., R. L., Vt.) 


Middle Atlantic—(N. J., N. Y., P 


a. 

East North Central—(Ill., Ind., Mich., Ohio, Wis.) 

West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 

South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas.) 

Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 
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partment of Agriculture reported in its 
general crop report for Aug. 1. Farm- 
ers are completing the harvest of the 
second largest wheat crop in history 
and have in prospect the biggest corn 
crop in a decade. From present indi- 
cat‘ons grain production this season will 
have been exceeded only once—in 1920. 
The production of principal vegetable 
oil crops, needed to replace former 
imports, now seems likely to exceed 
earlier expectations by a considerable 


margin. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 71 








Farm storage advocated— 
Department of Agriculture officials on 


Aug. 2, in a summary of the critical 
grain storage situation, stated that stor- 


the farm remains the most 
feasible means of housing the record 
1942 crops: of small grains and beans 
which are being produced in support 


of the nations’ war program. 


age on 


* * * 


Victory garders—aAs in the 
old war, victory gardens everywhere are 
making for health and economy, while 
for the 


making business hardware 


stores. August brings the necessity for 
next-season planning, and it is a gen- 
eral observation that home gardens will 
trend smaller and more selective—many 
of them entering or establishing the 
landscaping plan of the property. More 
homes are becoming lawn- and hedge- 
conscious, and flower planting is very 
often an adjunct of the vegetable gar- 
den. The alert retailer, with tools and 
plants and sceds and bins, will make 
himself the supplier of this widening 
interest. 
« * * 


Steel and copper—tThe criti- 
cal dearth of essential steel and cop- 
per, to keep running the nation’s high- 
geared war production program, al- 
ready has led to drastic cuts in the 
plans for more and larger war plants. 
Steel production by the start of the 
fourth quarter probably will be oper- 
ated 100 per cent under a quota system 
which will give first consideration to 
the Army, Navy and Maritime Commis- 
according to a spokesman for 
W. P. B.’s iron and steel branch. Rapid 


sion, 


strides are being made in Washington 
the 
priorities system as it governed steel 
W. P. B. has determined 
that no more steel, required for con- 
struction of tanks, planes and ships, 


to clear up confusion besetting 


production. 
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Another 





RB&W Business-Builder 
...to build strength 
into your business 





The Government has declared that 
farming is a vital industry and that it is 
essential that farmers keep their equip- 
ment in good repair. RB & W must and 
will make Empire brand PLOW BOLTS 
available to the farmers through you, 
our distributors. 

Whatever the priority rating on Plow 
Bolts may be, RB& W will give you the 
best possible service, and your farming 
customers will appreciate the service you 
will be able to give them. 








RB&W’s 
BUSINESS -BUILDING 
PROGRAM 
FOR DISTRIBUTORS 





a 
EMPIRE: 
74 


PRODUCT SUGGESTIONS — broadening 
* your war-time sales opportunities. 


NATIONAL ADVERTISING—building your 
* future market for RB & W products. 


3 INFORMATION SERVICE — answering 
* your war-time sales and priority 


questions. 





Kacy 





AND ALLIED FASTENING PRODUCTS. 


-- SINCE 1845 
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Stock-Sales ratios are percentages obtained by dividing the cost value of stocks by sales 


of an identical group of firms. 


will be dissipated in making non-mili- 
tary products Deliveries of iron and 
steel plates have been restricted to rat- 
ings of A-l-k or higher, with certain 
exceptions under control of the Director 
of Operations. New “production direc- 
tives” in steel are enabling W. P. B. 
to stabilize manufacturing schedules 
afresh, for each month at a time, and 
thus eliminate peaks and slumps. 


oe * 7 


Better lead supplies — The 
lead supply situation has shown a 
“great change for the better” during 
the last few months, states Ernest T. 
Trigg, president of the National Paint, 
Varnish and Lacquer Association. He 
comments: “So much lead has been 
brought into the United States from 
Mexico, Australia, Canada, South Amer- 
ica and elsewhere that the Government 
has been able to accumulate a stockpile 
without affecting military demands in 
the slightest, and with only a modest 
effect on civilian requirements for the 
material. At the same time, consump 
tion of lead in the larger uses—i.e.—‘n 
the manufacture of storage batteries, 
cable and paint-——has declined. It is an- 
ticipated the Government w'll be in a 
position to continue further accumula 
tion of its stockpile for many months.” 
The monthly lead pool, heretofore 
established by a separate order each 
month, has been fixed until further 
notice by the director of industry op- 
erations. Refiners are to set aside each 
month, for the Government, 15 per cent 
of the quant'ty of lead they produced 
in the second preceding month. The 
pool has been renewed at 15 per cent 
for the past several months. 


* * * 


Industrial indicators — Car- 
loadings of freight during the Aug. | 
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week totaled 863,528 cars, an increase 
of 8006 over the previous week, but a 
decrease of 18,494 from the correspond- 
ing week a year ago. All districts re- 
ported decreases compared with 1941, 
except the southern and southwest-rn. 
Electricity production in the Aug. 1 
week rose to an all-time high for the 
third successive week, amounting to 
3,649,146,000 kilowatt hours. Compared 
with the corresponding 1941 period, 
this was a rise of 11.8 per cent. Steel 
output last week was estimated at 96.5 
per cent of rated capacity—a slight in- 
crease for the week—while the percent- 
age a year ago was 95.6. Lumber pro- 
duction for the week ended Aug. 1 
stood at 127 per cent of the average of 
1935-39, and shipments at 150 per cent. 
Output, shipments, and new orders all 
were under the similar week of 1941. 


Activity in building — The 
U. S. Commerce Department estimated 
that construction in the United States 
hit a new high of $3,297,000,000 in the 
second quarter of 1942, and that the 
whole year would set an annual mark 
of $11,726,000,000. These estimates in- 
cluded both private and governmental 
construct‘on of war plants, business 
buildings, farm construction, and resi- 
dential housing. Heavy engineering con- 
struction awards in the week ended 
Aug. 1 totaled 30 per cent below the 
corresponding 1941 period. However, 
this latest week brought aggregate 
awards for the year to date to a new 
record for the period, at $6,270,793,000 

an increase of 56 per cent over last 
year’s comparison. For the year fo date, 
public construction was up 84 per cent, 
Federal work gained 131 per cent, 
while private construction was down 51 
per cent. 
oE os * 

Retail sales reports —Depart- 
ment store sales throughout the United 
States in the week ended Aug. 1 de- 
clined 6 per cent from the correspond- 
ing period of 1941, but the average for 
the latest four weeks was up 3 per 
cent, according to Fedcral Reserve 
figures. It was pointed out that the 
comparisons with a year ago were some- 
what misleading, because sales then 
were up in a sharp speculative r’se. 
There has been a steady improvement 
since July 1, this year. 

ue a * 


Wood-turned products— Maxi- 
mum prices for numerous wood-turned 
products such as wagon spokes and tent 
pins were announced Aug. 4 by O. P. A. 
In general, it maintains individual sell- 
ers’ prices at each seller's March level. 
The schedule, effective Aug. 9, applies 





Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 
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N times of plenty people may be a little careless. 
But today they are conservation conscious, 
and they'll thank you for helping them! These 
Carborundum Brand Sharpening Stones represent an 
extra source of profit to you, and to the man who 
wants to prolong the life and usefulness of an edged 
tool, they are an absolute necessity. Order a supply 
today. Display them and watch them go! 










is treating edged tools 








John Q. Public 


with more respect! 
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7, FOR THE AVERAGE MAN. wo. 149 


Pocket Hone. There’s a chance to sell a pocket hone 
every time you make change. Put this display next 
to your cash register and make extra sales all year 
‘round. 1214" x 1014”. Easel back. 


2, FOR LUMBERMEN AND 
CAMPERS. No. 196 Axe Stone. 


Any man who uses an axe or hat- 
chet needs one of these combina- 
tion axe stones. It’s round (3 in. 
diameter) and handy to use. Packed 
in individual cartons and put up in 
an attractive counter display 
carton. 


No. 149-L Pocket Hone. 
These hones are put up in 
convenient leather cases. 
Six displayed on card as 
illustrated and six more in- 
cluded in the standard 
package. A real profit- 
maker! 





Ener 
FAST CUTTING . 


3. FOR SPORTSMEN. no. 113 Sportsmen’s +. FOR YOU 

Stone. A handy round stone specially designed for EXTRA SALES! 
sharpening hatchets, sheath’and clasp knives etc. The sooner you put these stones on dis- 
and for pointing gaffs and fish hooks. Comes in play, the sooner you'll begin to make 
walrus leather case. Sportsmen can’t resist it. those extra sales. So get 


ee your order in now. 
P 










No. 114 Sportsmen’s Stone. Combination grit 
stone designed for sportsmen’s hunting out- 
fit. One side coarse grit for full knives, the 
other side fine grit to give a smooth, sharp 
edge. Furnished in soft leather case. 











THE CARBORUNDUM COMPANY « NiAGaRA FALLS, N.Y. 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 


(Carborundum is a registered trade-mark of and indicates manufacture by The Carborundum Company ) 
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% Toward victory, most of our pro- 
duction of tools is being utilized to 
help build and service trucks, 
tanks, jeeps, scout and combat 
cars, ships, and warplanes. 


We appreciate the splendid loyalty 
and cooperation of our jobbers and 
dealers in this emergency. With 
such spirit is victory won. 


THE VLCHEK toot co. 


3001 E. 87th S & Cleveland, Ohio 





not only to unfinished and semi-finished 
products, but also to all turned or 
shaped wood products, such as clothes 
pins, darning eggs, bowling pins, roll- 
ing pins, bowls, mashers, etc. In addi- 
tion, shaped or turned lumber products 
which are used in the assembly of a 
finished item are covered by the regu- 
lation, even though the completed ar- 
ticle is not. For example, a paint brush 
handle is subject to the pricing formula 
of the regulation, but the complete 
paint brush is excepted. 


* * * 


Lumber “freeze” order—The 
softwood construction lumber freeze or- 
der (L-121) has been extended to Aug- 
ust 27, by the War Production Board. 
The lumber products branch requires 
this additonal time to complete a new 
order, establishing an allocation system 
of softwood lumber distribution. 

This, and the allocation of hardwood 
lumber is a very complex task, be- 
cause of the many and varying species 
of wood involved. Under this plan it is 
expected that no sale of lumber may 
be made except on orders carrying a 
preference rating of perhaps A-5 or 
better. There will probably be mini- 
mum inventory requirements, and other 
limitations, but WPB is likely to ex- 
empt sales by local yards, and small 
producers, selling 5,000 to 10,000 board 
feet daily. 

* « * 

News of furniture—Shipping 
is one of the most difficult problems fac- 
ing the furniture industry, among 
whose troubles is the difficulty of get- 
ting required return loads for trucks, 
and of finding sufficient soft woods for 
crating. 

Furniture compan‘es are continuing 
to make many adjustments in produc- 
tion and design as a result of shortages 
of materials. Particularly experiments 
in cushion construction without spring 
or down fillings are appearing. Fiber 
furn'ture is expected to make gains as 
a substitute for both wood and metal. 


* * * 


Bed springs, ete.—The War 
Production Board has prohibited use 
of iron and steel in mattresses after 
September 1, and in’ studio couches, 
sofa beds and lounges after November 1. 

Simultaneously, WPB_ has fixed 
strict quotas on production of bed 
springs, and prohibited the use of mctal 
in the manufacture of spring frames. 
The order will stop production of in- 
nerspring mattresses entirely, and force 
bed spring makers to use wood or other 
substitutes in spring frames. 

Manufacturers of coil, flat and fabric 
bed springs are limited to a monthly 
quota of 25 per cent of their average 
monthly consumption of wire for this 


purpose in the year ended June 30, 
1942: The quota for box bed springs 
is 50 per cent. 

* * * 


Kitchenware limitations—Ex- 
isting restrictions on the use of iron 
and steel and zinc in the production of 
kitchen and household articles have 
been extended to August 15, 1942. 
Under this limitation, iron and ste:l 
may be used at 90 per cent of their 
rate of use in the base period, in the 
manufacture of cooking utensils, at 70 
per cent in the manufacture of kitchen 
ware and essential household articles. 
Zinc may be used at 50 per cent of its 
rate of use in the base period, which 
was the 12 months ending June 30, 
1941. 


* * * 


Galvanized ware, etc.—The 
household sheet metal ware situation 
is growing progressively worse. All 
black sheets and finished products are 
virtually banned for civilian use. All 
critical materials are controlled by al- 
location essentially for Army and Navy 
use, with WPB handling all civilian 
priorities. At present ratings in the 
AA bracket are necessary for delivery of 
most galvanized ware items if early 
shipment is expected. Jobbers’ stocks 
everywhere are practically exhausted. 

Alternate coatings in place of gal- 
vanizing are of little relief, due to 
shortages of base material, manufactur- 
ing and coating facilities. From the 
present indications this situation will 
continue probably through the coming 
fall, or longer. 

In the poultry feeder and waterer 
field, pottery-ware is a growing substi- 
tute for the now unobtainable galvan- 
ized items. 

* a + 

Builders’ hardware—Jobbers’ 
reserve stocks have been selling out 
rapidly, and only limited new ship- 
ments are arriving on old orders, and 
with high ratings, from the manufac- 
turers. Apparently there is no longer 
a possibility of obtaining padlocks, 
night latches, and cylinder locks for 
dealer trade on A-10 priority. Because 
of the scarcity of materials, it is im- 
possible to get orders filled on ratings 
less than A-1-j. 

On all lock hardware, as well as 
hinges, door holders, shelf brackets and 
similarly scarce lines, the regular prac- 
tice of all sellers is to confine shipments 
to their regular customers, and to ac- 
cept orders only for tightly limited 
quantities. 

* * * 

Stoves, stove pipe, etc.— 
With stove makers mostly out of pro- 
duction July 31, sales by distributors 
are subject to stock list, and all re- 
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maining supplies are going out well in 
advance of cold weather. 

The War Production Board has not, 
as yet, allocated any steel for stove 
pipe or elbows, but manufacturers are 
hopeful of some allocation of materials 
very soon. A few of them have brought 
steel from warehouse stocks to be con- 
verted into stove pipe, but this is costly 
and the extra cost cannot b2 passed 
along. 

No materials are to be allocated for 
the manufacture of coal hods and stove 
When jobbers’ stocks of these 


are sold, there will be no more available 


boards. 


for the duration. 

WPB has issued an interpretation as 
to replacement parts on furnaces. Or- 
der L-22 provides that in the calendar 
1942, no 
corporate into furnaces iron or steel in 


year manufacturer may in- 
excess of certain specified quotas. It 
is ruled, however, that no restrictions 
are placed on the manufacture of re- 
placement parts for furnaces. 

A new WPB order L-173 cuts off 
further production of domestic space 
heaters calling for use of fuel oil or 
certain 


gas except to fill orders for 


government agencies. The order, how- 
ever, permits production of replacement 
parts. 

* * * 


Pump restrictions Farm 
pumps, including pitcher spout pumps, 
are included in the wide list of “farm 
machinery and equipment” whose sale 
is limited to orders rated A-9 or higher, 
or which bear the purchaser’s certifi- 
cation that they will be used by the 
“ultimate consumer, for the production 
or care of crops, livestock or other pro- 
duce on a farm.” 

Stirrup pumps class with the list of 
fire-fighting equipment, made of critical 
materials, which may not be made or 
sold except to military or war agencies, 
and a rating of A-1l-j or higher is re- 
quired. 

* * * 


Paper, paperboard, etc.—By 
a new WPB order, preceding inventory 
restrictions have been removed from 
paper, paperboard, paper products and 
waste paper to permit building up in- 
ventories this summer in advance of a 
transportation shortage next fall and 
winter. 

The inventory exemption with respect 
to paperboard and paper products will 
continue to September 30, while the 
exemption as to waste paper will con- 
tinue in effect until revoked. 

Manufacturers are urged to accumu- 
late all needed supplies for box mak- 
ing and other purposes to avoid short- 
ages later. 

Paper 


have 


and paperboard production 


continued decline since 


steady 
early 1942, with present activity 20 to 
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24 per cent under the 
period of 1941. 


In response to inquiries concerning 


corresponding 


use of Christmas and gift boxes, Wil- 
liam W. Fitzhugh, chief of the folding 
and set-up box section WPB containers 
branch, has stated that because of the 
present abundant supply of paperboard, 
no restrictions on the manufacture of 
any type of paper box are contemplated 
at present. The manufacture and use 
of gift and Christmas boxes are not 
prohibited. 
* * * 

Cotton goods—For the first 
six months of 1942, cotton mill activity, 
as indicated by consumption figures, 
has averaged approximately 10 per cent 
above the same period of 1941. Un- 


filled 


unprecedented volume, and at the end 


orders, however, have reached 
of June at least 67 per cent bore pri- 
ority ratings of A-10 or better, repre- 
senting contracts connected with the 
effort. In important 
sions, such as mosquito netting, osna- 
burgs, twills, numbered duck and Army 
duck, the proportion of production 


taken by war orders is over 90 per 


war some divi- 


cent. 

Because prices governing cotton duck 
are determined by different OPA regu- 
lations, depending upon the type of mill 





making the material and whether the 
fabric is for military or civilian use, 
OPA, on July 30, amended price order 
118, 
methods to be used under varying cir- 
bulk of 


duck produced by mills normally mak- 


and outlined the proper pricing 


cumstances. For the cotton 
ing this type of fabric, specific dollars- 
and-cents per yard ceiling prices are 
supplied through this amendment. 
Last week came the government's 
first forecast of this year’s cotton crop, 
13,085,000 


bales of 500 pounds each, in the light 


indicating production as 
of the condition August 1. 

Production last year was 10,744,000 
bales and in the 10 years, 1931-1940, 
averaged 13,109,000 bales. 

The condition of the crop on August 
1 was 79 per cent of normal, compared 
with 72 per cent of a year ago, and the 
73 per cent the 10-year August 1 aver- 


age. 
* * * 

Paper prices—Major reduc- 

tions in current manufacturers’ and 


distributors’ prices for Kraft wrapping 
papers, and certain Kraft bag paper, 
recently have been ordered. 

Under a new price ceiling covering 
these commodities, OPA “rolled back” 


(Continued on page 99) 


In these times when quick 
repairs are of the utmost 
importance, when makers 
of experimental parts, 
when tool and die workers 
are busy, it will pay to 
have an ample supply of 
XLO Music Wire. 


This high grade steel spring 
"wire comes to you attractively 
packaged in red and silver in 
units of % Ib., ¥2 Ib., 1 Ib. 
and 5 Ib. packages. Wire sizes 
from .003 to .200. 


Johnson Steel & Wire has en- 
listed heavy production of 
XLO Music Wire for the war. 


JOHNSON STEEL & WIRE CO.INC. 


WORCESTER 


* MASSACHUSETTS 





BRANCH OFFICES IN INDUSTRIAL CENTERS 
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Richard Harte Appointed Member 
of Industries Salvage Committee 


Richard Harte, president, 
Ames - Baldwin- Wyoming Co., 
Parkersburg, W. Va., and of the 
American Hardware Manufactur- 
ers’ Association, is participating 
in the work of the 
dustries 


American In- 
Salvage Committee to 
enlist the full cooperation of in- 
dividual industrial concerns be- 
hind the current scrap salvage 
program of the War Production 
Board, according to an announce- 
ment by Robert W. Wolcott, 
chairman of the committee. 

Serving as liaison between the | 
American Industries 
Committee and 
panies in the hardware industry, 
Mr. Harte has 
panies in the 
full and 
with the program of the Indus- | 
trial Salvage Section of WPB. 
He has also asked that each com- 
pany appoint a responsible offi- 
cial to assist in any way possible 


Salvage 
individual com- 
written to 
industry urging 
complete cooperation | 


com- 


the local general Salvage Com- 
mittees that have been estab- | 
lished by WPB in 12,000 com- 
munities. 

Full text of Mr. Harte’s letter 
to companies in the hardware 
industry follows: 

“Donald Nelson and the Con- 
servation Division of the WPB 
tackled the enormous job 
of digging out and moving such | 
critically-needed = materials as 
iron and steel scrap, non-ferrous | 
metals, scrap rubber, rags, man- 
ila fiber and other salvage mate- 
rials that are essential to war 
production. In this task they 
need the active cooperation of | 


have 


| 
| 


American business and industry. | 

“A number of industrial lead- | 
ers represented on this Commit- | 
undertaken to carry 
through the task of lining up in- 
dustry behind the drive for sal- 
vage materials—so that the work 
of the Conservation Division may 
be supplemented and the job 
done thoroughly, quickly and 
well. 

“They have asked me to help 
organize the hardware industry 
every company in our industry— | 


tee have 
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to get behind the efforts of the | 


War Production Board. 


This is | 


a situation wherein by helping | 


our Government, we are also 


helping because in- 


dustry cannot do a satisfactory 


ourselves; 


job of production without more 





RICHARD HARTE 


| scrap materials than are normal- 


ly available. It has been stand- 
ard practice with most of us.to 
care for our ‘production scrap,’ 
but now something is needed be- 
yond that. 
extraordinary cleanup of our fac- 
tories, involving recognition of 
the fact that if a machine or 
pipe line, a heating plant, a 
building—or what have you—is 
not absolutely essential for pro- 
duction at this particular time, 
then consideration should be 
given to scrapping it. If we 
don’t win this war, most of our 
factories will be scrap anyway. 

“The Conservation Division of 
the War Production Board has 
several sections working on the 
scrap problem; but we are talk- 
ing about factories and industrial 
plants, and they fall under the 
Industrial Salvage Section which 
we are told is now operating in 
about 400 industrial communi- 
This Section is doing a 
grand job in most places, but we 


There is needed an 


ties. 


take it for granted that in others 
they need some bolstering up; 
and in any event, it is our job to 
get back of the Industrial Sal- 
vage Division and help put over 
their program. 

“The task we have laid out is 
about like this: 

“1. If any given community 
have a factory has 
been organized by the Industrial 


where you 


Salvage Section of WPB, and 
you are working actively with 
that effort, then you no doubt 


have appointed an executive in 
your factory or factories in such 
a city charged with the respon- 
sibility of clearing up and put- 
ting back into the blood stream 
of production the vitally-needed 
materials outlined in the first 
paragraph of this letter. In such 
case, we ask that you advise me 
of the name and title of the in- 
dividual named in your factory- 
or factories—to conduct scrap 
operations so that we may an- 
nounce your cooperation in the 


| drive by our industry. 





“2. If you have a factory or 
factories in cities that have not 
been organized by the Industrial 
Salvage Section of WPB, we 
urge that you appoint an execu- 
tive with the responsibility of 
doing the salvage job, and send 
us his name and title. We will 
see that this is reported to the 
Industrial Salvage Section of 
WPB, and you will receive such 
assistance as they are able to 
render. 

“3. Here is a chance for in- 
dustry to do this job itself with- 
out the Government sending 
around inspectors or agents, or 
using the power of requisition, 
and it is certainly up to us to 
make good on this basis. 

“4. We urge that you, per- 
sonally, or through a senior ex- 
ecutive. take the initiative in the 
community or communities where 
you have factories with respect 
to all salvage operations applica- 
ble to farms, homes, stores or 
any of the other like activities 
that are not directly associated 
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with the Industrial Salvage Cam- 
paign. The Conservation Sec- 
tion of WPB is doing a good 
job. It has already set up gen- 
eral Salvage Committees in 12,- 
000 communities. Work with 
them. If they need help, please 
give them all the assistance you 
can. 

“IT would very much appreciate 
it if you will drop me a line and 
tell me in some detail what plans 
you have made or may make in 
this connection.” 


NOMA ELECTRIC CORP. 
PURCHASES ANSONIA 
The Noma Electric Corpora- 
tion, New York City, has an- 
nounced that it has purchased 
all the outstanding stock of the 


Ansonia Electrical Company, 
Ansonia, Conn., manufacturers 
of wire and cable. Operations 


are being continued without in- 
terruption under the same name 
as heretofore. 








30 YEARS OF HARDWARE 





E. R. MASBACK 


Thirty years ago, in August, 
1912, E. R. Masback, president, 
Masback Hardware Co., Inc., 
New York City, hardware 
wholesalers, started on his hard- 
ware career, following in the 
footsteps of his father, R. J. 
Masback, now chairman of the 
board, who founded the busi- 


ness in 1875. 
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Errett M. Grable Named President 
of Aluminum Cooking Utensil Co. 





ERRETT M. GRABLE 


Errett M. Grable, for the past 
nine years vice-president in 
charge of sales of The Aluminum 
Cooking Utensils Co., New Ken- 


sington, Pa., has been 


P. C. SOWERSBY TRANS- 
FERS TO G. E. LAMP SALES 
DEPT. 


P. C. Sowersby, assistant ad- 
vertising manager for G. E. Lamp 
Department at Nela Park head- 
quarters in Cleveland, Ohio, has 
just been transferred to the com- 
pany’s Michigan division in De- 
troit. Mr. Sowersby will special- 
ize in the advancement of war- 
time lighting designed to increase 
production of war goods manu- 
factured in the Michigan indus- 
trial area. 

After graduating from Oregon 
State College with the degree of 
Bachelor of Science in Electr‘cal 
Engineering in 1927, Mr. Sow- 
ersby joined: General Electric at 
Schenectady, N. Y. Dur'ng his 
11 years there he was active in 
radio sales, in publicity and in- 
dustrial advertising work. He 
transferred to the lighting branch 
of the company at Nela Park in 
1938. As assistant advertising 


manager he personally contacted 
trade magazine key men in vari- 
ous sections of the country, serv- 
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made 


pres‘dent of that concern, suc- 
ceeding W. C. White who resign- 
ed to become vice-president and 
director of the Alcoa Steamship 
Co., subsidiary of Aluminum 
Company of America. 

Mr. Grable has never worked 
for any company other than the 
one he now heads. A native of 
Ohio, he entered the employ of 
| The Aluminum Cook'ng Utensils 
Co. as a specialty salesman of 
“Wear-Ever” cooking 
during his summer vacation from 
| college in 1909. 

After graduating Mr. Grable 
ame with the company as a sales 
Subsequent steps 

nc'uded posts as assistant man- 
ager, Cincinnati district; 
tant manager, New York district; 
manager, Minneapolis district; 
| manager, Chicago district. In 
1933 he became vice-president 
with headquarters at New Ken- 
sington. 


utensils 





| correspondent. 
| 


assis- 


jing as idea:man for numerous 
advertising and promotional ac- 
| tivities orig’nating at Nela Park. 

Mr. Sowersby is a prominent 
member of the Industrial Adver- 
tisers Association, served for 
four years on the Board of Gov- 
ernors of the Industrial Market- 
ers of Cleveland, and for two 
years was president of Theta XI 








P. C. 


SOWERSBY 





fraternity. He is recognized as 
a crack golfer. He has been 
vice-president of Cleveland Ad- 
vertising Golf Association. 


PITTSBURGH STEEL CO. 
PROMOTES MELVILLE 


N. F. Melville has been ap- 
pointed assistant manager of 
sales, steel and wire products for 
Pittsburgh Steel Co., Pittsburgh, 
Pa. Mr. Melville has been asso- 
ciated with Pittsburgh Steel Co. 
in various sales capacities for the 
past 15 years. His recent duties 
have been directing the sales of 
munitions and of manufacturers 
wire, which duties he will con- 
tinue to absorb as well as the 
larger responsibilities indicated 
by his current appointment. 





FRANK BOYLAN JOINS 
THE BUDA COMPANY 


Frank M. Boylan has just 
joined The Buda Co., Harvey, 
Ill., manufacturers of diesel and 
gasoline engines, railway equip- 
ment and lifting jacks as 4 field 
representative in the industrial 
division handling railroad prod- 
ucts and lifting jacks. Mr. Boy- 
lan before joining the Buda Co. 
was on the sales force for 10 
years of the Nester-Johnson Mfg. 
Co. of Chicago; two years with 
the Firestone Rubber Co., West 
Virginia, and eight years with 
the Ingersoll Watch Co. He at- 
tended the University of Roches- 
ter, Rochester, N. Y., and served 
18 months in France during the 
last war. 


Devoe Sets New Policies at 


Mid-Summer Managers Meeting 


Sixty division, branch and as- 
sistant branch managers of De- 
voe & Raynolds Company, Inc., 





W. H. MATHEWS 


New York City, attended the re- 
cent annual managers’ mid-sum- 
mer conference held at French 
Lick Springs Hotel, French Lick, 
Ind. The conference which was 
under the chairmanship of W. H. 
Mathews, vice-president and di- 
rector of trade sales, lasted three 
days. 

The principal purpose of this 
year’s meeting was to review and 





establish operational policies dic- 
tated by an all-out war-time 
economy. It was revealed that at 
the present time more than half 
the company’s output 
into the war effort. 
Speakers included E. S. Phil- 
lips, president; W. C. Dabney 
and Earl Pangborn, vice-presi- 
dents; Renshaw Smith, Jr., di- 
rector of priority sales; Ivor Ken- 
way, advertising manager; B. K. 
Moffitt, educational director; F. 
H. Appleton, stores merchandis- 
ing manager; H. A. Lovett, man- 
ager, artists’ materials depart- 
ment, and M. W. Lightcap, sales 
manager, maintenance divi-ion. 


o ul 
is going 


GALLOWAY PROMOTED 
BY CERTAIN-TEED 


R. R. Galloway has been named 
vice-president in charge of dis- 
tribution of Certain-teed Prod- 
ucts Corp., Chicago, Ill. He has 
been with the company since 
1923. In August, 1940, he was 
made general sales manager. Be- 
fore that he was distribution 
sales manager of the company. 

J. L. Fennell succeeds Mr. 
Galloway as Certain-teed’s gen- 
eral sales manager. He joined the 
corporation in 1928 and recently 
held the position of assistant 
general sales manager. 
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Westinghouse Trains 8000 Retail 


Men on Service 





The Westinghouse service meeting for dealers in Rochester, N. Y., area 


So that users of Westinghouse 
appliances can continue to enjoy 
the best 
their equipment, Westinghouse’s 
Merchandising Divi:ion has just 
completed a_ national 
300 serv'ce training meetings in 
which 8000 representatives of 
dealers handling Westinghouse 
appliances 
day's schooling in all phases of 


possible service from 


series of 


were 


service. 


For years factory service 


school; have been presented to 
Westinghouse dealers throughout 
the country, but this 1942 series 
of meetings, just completed, was 
more inc'us've than those of the 
past. At central meeting points 
throughout the territories served 
by more than 100 Westinghouse 
distributors dealers assembled to 
hear not only the perennial “how 
to fix” type of information, but 
also help on 


newly developed 


how to analyze a local service 


| market, how to set up a service 


given a_ full | 


| points of the 


organization to meet 


conditions, and suggested meth- 


ods to promote more service 
business. These meetings were 
presented by both factory and 


distributor personnel. 

In launching the activity L. K. 
Baxter, Westinghouse merchan- 
dise service manager, called the 
company’s 17 d'strict service su- 
from all 


pervisors sections of 


the country into the factory for | 
| three days of intensive training. 


They were given meet ng guides 
with verbatim learn 
and properties to use in staging 
the schools. They were equipped 
with charts covering the major 
meeting and a 
sound slide film titled “Can You 
Make It Better.” 

Fortified w'th their properties 
and a “canned” script these men 
their districts and 
meetings for 


scripts to 


returned to 
held model 


MAJ. PETERKA NOW IN ACTIVE SERVICE—On July 


active service with the U. S. Army Air Corgs. 
Co., Cleveland, with which company he has been afhliated for more than 10 years. 


wartime | 


their | 


| distributor service personnel who 
were later to join them in carry- 
| ing the “meszage” to the West- 
| inghouse dealer organizat‘ons. 
One section of this meeting 
| covered with charts the “nuts 
| and bolts” story of the product. 
| With merchandise on display in 
| the meeting rooms some of the 
| products were taken apart and 
| put back together again to illus- 
| trate the solution to some of the 
repair The use of 
chart; was an innovation in pre- 
senting a service school on the 
mechanics of the product. 

Not stopping with just a ser- 
vice product presentation, the 
speakers covered thoroughly the 
| problem of handling service 
| calls. Using for the first time a 
| film devoted entirely to service, 
the picture, “Can You Make It 

Better,” illustrated the right and 
| wrong way for a service man to 
conduct himself on a call.  In- 


problems. 
| 








troducing such characters as 
“Willie, the Worrier,” “Lazy 
Louie,” and “Trailblazer Tom- 
the film gave a humorous 
punch to the meeting and dra- 
matically registered its points. 

To emphasize the importance 
of service as a producer of reve- 
nue for the dealer, a newly pro- 
duced 24-page operating manual 
for the dealer, was presented. 

A quick check guide, another 
new piece for the dealers’ use, 
was explained and distributed to 


mie, 


those attending the meetings. 
Designed particularly for new 


service men, this pocket-sized 
booklet is a quick reference 
guide on common causes for ¢er- 
calls. Clearly indexed it 
helps the service man quickly 
diagnose the probable cause of 
trouble. For example if the cus- 
tomer says that her oven doesn’t 
heat, the service man turns to 
the section marked “Ranges” and 
looks under the heading “Oven 
Will Not Heat” for the most 
common source of trouble. 


vice 


BEAUREGARD REPRESENTS 
GLIDDEN IN S. DAKOTA 


The appointment of Stanley 
N. Beauregard to the position of 
trade sales representative in east- 
ern South Dakota for The Glid- 
den Company has been announc- 
ed by T. J. Wiegand, manager 
of trade sales. 

Mr. Beauregard is replacing 
George Ruszell who has resigned 
after 16 successful years with 
Glidden. Mr. Beauregard was 
formerly the South Dakota Rep- 
resentative for Barlow & Seelig 
Mfg. Co. at Mitchell, S. D. 





17, 1942 at the Hotel Cleveland, Cleveland, Ohio, these 50 


associates and representatives of the business press met at luncheon to honor Maj. A. E. R. Peterka, who on that day entered 


Maj Peterka has been assistant to the president of The Lamson & Sessions 
In the foreground, at the left, Maj. 


Peterka is the second man. On his left is J. F. Donahue, vice-president of Lamson & Sessions Co., and on his right Geo. S. 
Case, chairman of the board of that firm. 
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The electric service companies and the water system 


ITS 

‘A manufacturers have marshalled their forces to help 

den { . the farmer utilize his electric service and farm pump- 

an A ois ing equipment to the fullest extent possible in pro- 

a, : XN ducing war time quotas of dairy, poultry, meat and 

lid- vegetable products. 

inc- 

ger FIRST—Promotes full use of running water 
among farmers who already have electrically 

ing ; operated pumping equipment. 

ned i agen mm : a THE SECOND—Helps water system dealers main 

ith . ° » oF Ht re PROGRAM: tain profits by recommending the immediate 

on z r ¢ 4 : reconditioning of all existing equipment. 

| 4 2 a} THIRD—Recommends the purchase of new 

€- 4 en m ; equipment only if and when needed to in- 

‘lig 4 ye 3 crease farm productivity. 


To help carry this message to the farmers, the several 
types of educational material shown here are now 
being distributed and displayed by many of the 
electric service companies. * 
We urge Myers dealers to tie in with this activity 
which can be of greatest value to the war effort only 
‘ if supported locally. Your farm customers are ex- 
pecting you to keep their pumps pumping at full 
capacity throughout the war. You can serve your 
country, your friends and your own needs by draw- 
ing upon your stock of new pumps and water 
systems only when all efforts to repair old equip- 
ment have failed. You should carry sufficient stocks 
of spare parts and repairs to meet present and 
future needs. 


THE F. E. MYERS & BRO. CO. 
os ASHLAND, OHIO 
Take Off yourHat a 


da oT a 
MYERS. ouch 


e 
PUMPS -WATER SYSTEMS -HAY -DOOR HAI 


, = Bel||2! aul EVERYBODY KNOWS 
sti os MYERS 
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Lloyd “NO-BLINK 


STARTER DISPLAY 


A REAL STARTER 
for STARTER SALES 


Pep up electrical sales with the best and fastest 
selling fluorescent starters on the market. Lloyd 
“NO-BLINK” No. FS-4 NA*. Prevent breakdown of 
ballasts, condensers, tubes and starters themselves. 
Prevent “flicker” and “blink”. Start quicker. Last longer. 


*Listed and Approved by Underwriters’ Labs., Inc. 
*Listed and Approved by Can. Eng. Stds. Assoc. 
‘Certified by Electrical Testing Lab.—Spec. 6 
Certified to Fleur-O-Lier Standards. 


Lloyd Starters t*FS-2 and t*FS-4 have several times 
longer life than required by standard specifications. 


Licensed under Westinghouse Elec. & Mfg. Co. 
Pat. Nos. 3—2228210. 


LLOYD WALL PLATES AND TAPS 


Brown bakelite and ivory. For ivory designate “V"’ after stock 
number. Each plate, with screws, enclosed in glassine envelope. 


oo a 
bie? 


HEATER and APPLIANCE PLUGS 
Brown and k 


LLOYD PRODUCTS CO 


Export Office 


BARCALO TOOL DIV. 


formerly field sales manager, to 
the position of sales manager of 
the tool division has just been 
announced by Barcalo Manufac- 
turing Company, Buffalo, N. Y. 
Mr. Abt brings to his new ap- 
pointment a wealth of experience 
in the plant as well as in the 
field, where he has made a host 
of friends in the trade and with 
contemporary manufacturers. 

In his capacity as a vice-presi- 
dent and secretary of the com- 
| pany, A. W. Kirton continues in 
| general charge of the tool sales 
| office. 


| 


| MORSE ASST. SALES MGR. 
| FOR FAIRBANKS, MORSE 


Robert H. Morse, Jr., who has 
| been branch manager success- 
ively of Fairbanks, Morse & 
Company’s offices at Cincinnati, 
Dallas and Boston, has recently 
taken his position as assistant 
sales manager with A. C. Dodge. 
vice-president and sales manager. 
Fairbanks, Morse & Company, 
Chicago, Il. 

John Elmburg, formerly man- 
ager of the Diesel Engine De- 
partment at St. Paul, Minn., has 
been made manager of the Bos- 
ton branch to fill the vacancy 
left by Mr. Morse. 











ABT SALES MANAGER OF | 


The promotion of G. N. Abt, 











NORVELL BOOK WANTED: 
READER OFFERS $1.50 


A reader of HARDWARE 
AGE offers $1.50 for a copy of 
Saunders Norvell’s book “Forty 
Years of Hardware.” if in good 
condition. This book was pub- 
lished serially in HARDWARE 
AGE several years ago and 
later brought forth in book 
form. Due to the popularity of 
the book, the publishers have 
sold all available copies. 
Readers having any extra 
copies and willing to release 
them for the amount mentioned 
will please advise the HARD- 
WARE AGE. Editorial Dept. 
239 West 39th St.. New York 
City. Do not mail the book 
until requested to do so. 








JACK DEVORE LEAVES 
WOODWARD FOR ARMY 


Jack Devore, traveling repre- 
sentative of the Wm. W. Wood- 
ward Hardware Co., Newton, N. J. 
wholesale hardware distributors, 
will enter military service in the 
near future. He has been rep- 
resenting the firm for several 
years in northern New Jersey, 
southern New York and eastern 
Pennsylvania. His father, John 
H. Devore, secretary and assis- 
tant treasurer of the company, 
will take over his territory for 
the duration of the war. 


ESTATE SWINGS INTO WAR WORK: The manufacture 
of stoves at The Estate Stove Company, Hamilton, Ohio, 
which has gone on uninterrupted for more than 100 years, 
came to a stop at 10.30 a. m., July 27, when the last Heat- 
rola and the last Estate range which will be made until after 
the war came off the assembly lines. For several months 
past, a considerable portion of the company’s manufacturing 
facilities have been devoted to war work. The company now 
holds contracts for a wide variety of equipment for the sev- 
eral branches of the armed services. This illustration shows 
the ceremony when the last Heatrola came off the assembly 
line. Shown in the foreground next to the workmen from 
right to left are P. E. Biegel, production manager; David F. 
Kahn, president; Leo Rupperger, foreman, Heatrola assembly 


| department, and Bertrand B. Kahn, vice-president. 
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TeEr'RE ALL WEAPORS ~ 18 AMERICAS FigeT Fee FaCtDew 














COMPANY'S POSTER HELPS WAR EFFORT: This dis- 


play framed in red, white and blue and placed at the 
entrances to plants of The Union Fork & Hoe Co. in five 
cities, is designed to show the company’s widely separated 
employees how their combined work contributes to the war 
effort. The feature of the display is an actual sample of the 
latest type bayonets which the company is manufacturing for 
the U. S. Army. The poster states that the other products of 
the company, such as forks, rakes, hoes and cultivators are 
also essential weapons, needed to maintain America’s vital 


food production. 


F. L. TEBBETTS ASSUMES 
NEW DUTIES 
American Manufacturing Com- 
pany, Brooklyn, N. Y., cordage 
mill, announces the appointment 








F. L. TEBBETTS 


of F. L. Tebbetts as advertising 
manager. Mr. Tebbetts takes the 
post vacated by James J. Lowe, 
now an ensign in the U. S. Navy. 

Known to his friends as “Skip- 
per” because of a previous tour 
of duty in the Navy, Mr. Teb- 
betts takes his new job with a 
background of several years as 
sales promotion manager for the 
company. 


NEW MEMBER JOINS 
“TURNER TOPICS” 
The Turner Brass Works of 


Sycamore, IIl., has introduced in 
its house organ, Turner Topics, 


AUGUST 20, 1942 





a new member of the Turner 
family called Torchy Turner. In 
each issue of the paper he will 
give tips that will enable the 
users of blow torches to get max- 
imum efficiency and service from 
these vital war tools. Copies of 
the paper will be mailed to dis- 
tributors, dealers and owners. 


SILVER MADE TREASURER 
OF WHITEHEAD PRODS. 
co. 

T. M. Bohen, president of 
Whitehead Metal Products Co., 
Inc., announced that at directors’ 
meeting held recently Elmer W. 
Silver, secretary, was elected 
treasurer of the company, suc- 
ceeding the late William L. Rian- 
hard, who passed away on July 

24. 

Mr. Silver will continue as sec- 
retary, to which office he was 
elected last March. Previous to 
that time he had been assistant 
secretary for 10 years. He is a 
member of the management com- 
mittee and has been with the 
company for over 26 years. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 71 



























At Camp Jackson . . . Fort Benning . . . at many 
other camps where Uncle Sam builds soldiers, 
you'll find the buildings equipped with McKinney 
Hardware. Builders everywhere draft McKinney 
because they realize the advantage of McKinney's 
greater durability, adaptability, and ease of 
installation. They realize, too, the advantage of 
equipping buildings with hardware which not 
only meets today’s stringent requirements, but 
adds the plus of good appearance and engineer- 
ing, developed through 75 years of quality 
hardware manufacture. Now is‘the time to 
talk McKinney and display McKinney . . . to 
build customers for tomorrow. 











BUILT TO STAY SHARP LONGER AND 
TO STAND UP UNDER LONG, HARD USE 


Today, the professional wood- 
svorker and home craftsman 
demand tools that hold their 
cutting edges and that will with- 
stand the wear of every-day use 
and provide years of service. You 
can be sure that even the most 
particular customer will be satis- 
fied with the quality and depend- 
able long life of Greenlee Tools 
... tools made by experienced, 
skilled craftsmen from highest 
grade materials, properly heat- 
treated and carefully finished. 


The Greenlee Line of Tools for 
the home craftsman and the pro- 
fessional wood-worker, electri- 
cian, and plumber includes a 
complete selection of auger bits, 
chisels, gouges, turning tools, 
draw knives, expansive bits, 
spiral screw drivers, and push 
drills. Check into the complete 
Greenlee Line today... tough, 
sturdy tools that are easy to sell 
and tools that stay sold. Call on 
your jobber for details or write 
to us for Catalog 33. 









a 
reenree 
TAOL Ca. 
\.09 Herbert Ave. ¢ Rockford, Ill. 
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STRIPPIT CORP. TO MOVE 
TO N. TONAWANDA, N. Y. 

The Strippit Corporation, 1200 
Niagara St., Buffalo, N. Y., has 
purchased a modern building of 
steel and concrete construction 


| at 345 Payne Ave., North Tona- 


wanda, N. Y., according to an 


| announcement by George F. 


Wales, president. The new build- 
ing has considerably more floor 
space and is ideal for modern 
production line technique in 


| manufacturing Wales punching 


and notching equipment. 
Moving production machinery 
from the Buffalo plant to the 
new North Tonawanda plant is 
now in progress, and by the mid 
dle of September all production 


and the general and executive | 


offices will be completely moved 
into the North Tonawanda plant. 


COMMERCE DEPT. ISSUES 
RECOMMENDED 
STANDARD 


The National Bureau of Stand- 
ards of the Department of Com- 
merce has just issued a recom- 
mended commercial standard for 
screw threads and tap drill sizes, 
TS-3310, which is being distrib- 
uted to the industry for written 
acceptance. This recommended 
standard which combines and re- 
vises Standard Screw Threads 
and Special Screw Threads, 
Commercial Standards CS24-30 
and CS25-30, in line with essen- 
tial tables in Handbook H28, 
Screw Thread Standards for Fed- 
eral Services, is being circulated 
so as to provide an accepted, 
up-to-date standard for conve- 
nient use in shops and for ac- 





ceptance inspection. 





OBITUARIES 





JOHN H. GALLOWAY 


John H. Galloway, 78, Ayres 
& Galloway Hardware Co., Inc., 
Middletown, N. Y., died July 28 
following a brief illness. He had 
been in the hardware business 
for 60 years, was a member of 
the Harpware Ace Fifty Year 
Club and for more than 50 years 
had been actively interested in 
the Excelsior Hook and Ladder 
Co. in his home town. He was 
one of the original organizers 
and first president of the Board 
of Trade and Chamber of Com- 
merce; trustee of the Webb Hor- 
ton Presbyterian Church; an 
ear president of the Middle- 
town Automobile Club; past 
master of Hoffman Lodge, F. & 
A. M.; Past Eminent Com- 
mander of the Knights Templar 





JOHN H. GALLOWAY 


and a distinguished citizen of 
his community. Mr. Galloway 
married Mary D. Smith in 1889 
and is survived by two daugh- 


| ters, three grandsons and a great 
| granddaughter. He was the 
father-in-law of Harold S. Close, 
president of the New York State 
Retail Hardware Association in 
1941. 


C. CURRIE 


C. Currie, 94, founder of the 
Currie-Van Ness Co., Mason City, 
Iowa, died recently. He settled 
in Mason City in 1881 and was 
engaged in the hardware busi- 
ness for 50 years. He is survived 
by his son, Frank R. Currie, who 
is active in the company, a 
daughter and four grandchildren. 


CHARLES E. JAEGER 


Charles E. Jaeger, who had 
been in the hardware, machinery 
and grain elevator business in 
Worthington, Iowa for the past 
40 years, passed away at his 
home on July 20 after an illnes: 
of a year. He was 55 years of 
age. Mr. Jaeger had been trea- 
surer of the local school board 
for 28 years and a member of the 
town council for 12 years. At 
the time of his death he was in 
business with his two sons, Clar- 
enc? and Eugene, who will con- 
tinue to operate the business. In 
addition to his sons, he is sur- 
vived by his wife and_ three 





daughters. 
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CONCENTRATION OF CIVILIAN 


INDUSTRY APPROVED BY 


WPB 


Small Plants to Be Kept in Civilian Pro- 
duction, and Large Plants Must Convert 
to War Production as in British Plan 


(Washington Bureau 


of HARDWARE AGE) 
WPB Chairman Donald M. 
Nelson said recently that the 


British-born plan of concentra- 
tion of civilian industry has been 
approved by WPB to alleviate 
“the strain placed on th> civilian 
economy by the war effort.” In 
dustries said to be under con- 
sideration now are as follows: 
typewr'ter; farm machinery; bi- 
cycle; cutlery; enameled kitchen 
utensil; dairy machinery; warm 
air furnace; hollow and flatware, 
and boiler. 

“No hard and fast ruies can 
be laid down,” Mr. Nelson said, 
“to govern the selection of 
cleus plans—those plants which 
will be allowed to 
operation at or near capacity. 
In general, however, the follow- 
ing criteria will guide officials in 
such selections: 


continue 


“As a rule, though not in- 
variably, small plants will be 


kept in civilian production and 
large plants, which are usually 
better equipped to handle war 
contracts will be required to 
suspend civilian production. 


“Civilian production should be | 


suspended in areas where labor 
is urgently needed in war plants. 
and nucleus status should be 
given wherever possible to plants 
in areas where there is still a 
surplus of labor, as for example. 
New York, and in many rural 
communities. 

“Nucleus firms should be se- 
lected so that cross-hauling is 
eliminated wherever possible and 
the drain on transportation fa- 


cilities is reduced. Production 
should be suspended or re- 
stricted in regions where the 


power supply is or likely is to 
become inadequate. As a gen- 
eral rule, nucleus plants should 


not be located in areas where 
warehouse accommodations are 
short.” 


The plan embraces the idea of 
compensation to be paid by nu- 
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plants to plants closed 
down, and is to be limited for 
the duration of the 
plan. This would presumably in- 


clude either 


clues 
particular 


scheme 


an agency 
under which nucleus firms pro- | 
duce at cost for closed-down 


firms which retain their sales or- 
ganization, or a pooling scheme 


| 


In working out concentrat’on 
plans, Mr. Nelson feels that 
these principles should be ap- 
plied: 

Concentration pla ns should 
foster domination 


not post-war 


| of an industry by one of a few 


which contracts both production | 


and distribution in the nucleus 


firms. 


Mr. Nelson said that the Board | 


fully realizes that concentration 
of civilian production raises many 
d‘fficult problems 
to closed-down firms, mainte- 
nance of trademarks, rearrange- 
ment of distributive channels 


| and- many more. 


compensation | 


companies. In other words, a 
plan which will make possible 
the re-entry of the largest num 
into the industry 


should 


ber of firms 
after the war 
preference. so long as it ‘s con- 
sistent with efficient prosecution 
of the war. 

Wherever possible, concentration 


be given 


| plans should be accompanied by 


| standardization 


and simplifica- 


tion of the product, and concen- 
should be 


trat‘on programs 


USE OF PD-3A PRIORITY 
CERTIFICATES BY CONTRACTOR 
AND SUPPLIER BROADENED 





Prime contractors’ to whom 
preference ratings have been as- 
signed on PD-3A certificates by 
the armed services or other war 
agencies are entitled to use the 
rating, within specified limits, for 
operating supplies and to replace 
materials in inventory according 
to an official interpretation of 
Priorities Regulation No. 3. is- 
sued recently. 


A recent amendment to the 
regulation provided that any 
preference rating may be ex- 


tended to cover operating sup- 
plies used in processing materials 
to fill the rated order up to a 
value of 10 per cent of the or- 
der, provided that not more than 


| 25 per cent of such operating 
| supplies are metals in the forms 


described in the metals list of 





Priorities Regulation No. 11. The 
new interpretation makes it clear 
that “extension” of a rating in- 
cluded use of the rating by the 
contractor to which it is assigned 
as well as by his suppliers and 
therefore he may take advantage 
of the provisions with respect to 
operating supplies. 

The interpretation also points 
out that the prime contractor may 
extend a preference rating to re- 
place materials taken from his 
inventory to fill rated orders to 
the extent restore 
the inventory to a_ practicable 
working minimum. 

The above provisions of Reg- 
ulation No. 3 do not, however, 


necessary to 


apply to companies which are 
required to obtain priority as- 
sistance under PRP in accord- 





WARTIME ORDERS 


| drafted for limited periods with 
| one year possibly as a maximum, 
and should flexible enough 
so that they can be revised if 


be 


circumstances change. 
Heretofore, Mr. Nelson pointed 

the 

output of civilian industries has 


out, necessary limitation of 


been attained for the most part 


through orders which impose 


uniform percentage reductions 
on all firms. These orders, which 


be drafted 


quickly, were necessary as a first 


could and applied 
step and have resulted in large 
savings of critical mater‘als and 
have facilitated conversion td 
war production. 

“The 


reached a stage in which the 


war program has now, 
im 
position of straight percentage 
cuts on all firms does not provide 
for the most effective use of the 
Nat‘on’s 


ly, the Board has decided that 


resources. Consequent- 





wherever possible a policy of se- 
lective limitation be applied with 
essential civilian production con 
centrated in certain plants and 


| regions,” Mr. Nelson said, 





ance with terms of Priorities 


Regulation No. 11. 


LIMITATLONS ON 
RAZORS AND BLADES 
CONTINUED 


(Washington 
of HARDWARE 


sureau 
AGE) 
Acting to prevent tie-ups of 
Existing limitations on the 
production of safety razors and 
razor blades were continued in 
effect by WPB on Aug. 4 for the 
period from Aug. 1 to Sept. 30 
by Amendment No. 2 to Order 
L-72. The amendment provides: 
for production of safety razors at 
70 per cert of each manufac- 
turer’s average rate of produc- 
tion in 1940, and of blades at 
100 per cent of the 1940 rate. 
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CONSERVATION! 


—the demand 
of the hour! 


THIS 
BOOKLET 
WILL HELP TO SAVE 


HE Government is deeply interested in mak- 

ing tools last longer, do better work. In the 

wood-working field, you can do much to pro- 
mote this by wrapping one of the above booklets 
with each sale of Russell Jennings Auger Bits. 


This booklet gives instructions about sharpening 
and caring for auger bits so clear that any one can 
follow them and be sure of good results. It also de- 
scribes some of the reasons behind the universal 
popularity of Russell Jennings Auger Bits, catalogs 
certain special numbers, and contains other useful 
information. Space for your imprint is on the back. 


Reasonable quantities of these booklets will be 
supplied without charge to dealers and jobbers who 
carry the Russell Jennings line. 





STANDARD 
OF QUALITY 
SINCE 1855 


The Russell Jennings 
Manufacturing Co., 
Chester, Conn. 
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TOOLS, TIME, MATERIAL 


















The Director General for 
Operations July 23 ordered that 
after August 1 steel warehouses 
shall not sell on ratings lower 
than A-l-a, except for mainte- 
nance and repair, with some spe- 
cific exceptions. Warehouse 
stocks have been depleted be- 
cause they have been required to 
sell on ratings as low as A-10 
but have been able to replenish 
supplies only on top ratings. 

Maintenance and repair parts 
may be delivered below A-l-a 
ratings, provided that deliveries 
in any calendar quarter do not 
exceed these percentages of the 
total quarterly quota of a ware- 
house for such products: 

Stainless steel products, 3 per 


STEEL WAREHOUSE SALES 
ON RATING LOWER THAN 
A-1-a PROHIBITED 


Some Exceptions for Mainte- 
nance and Repairs Allowed 


cent; tool steel products, 3 per 
cent; other alloys, 3 per cent; 
all other steel or iron products, 
5 per cent. 

Flat rolled products below 
prime grade may be delivered 
down to A-3 ratings and cast 
iron soil or culvert pipe larger 
than 4 in. down to A-10. Nails, 
bale ties, small pipe, fence wire 
and posts, poultry netting, steel 
roofing and similar products 
may continue to be delivered on 
lower rated or unrated orders. 

In addition, the new order, 
Amendment No. 6 to M-21-b. 
provides that warehouses must 
operate under all other delivery 
restrictions applicable to steel 
producers. 








The Defense Supplies Corp. 
will be the sole purchasing agent 
for all raw jute imported into 
this country after September 1, 
1942, under Conservation Order 
L-70 as amended, recently. Only 
such jute as is rejected by DSC, 
because of damage in shipment, 
may be sold by importers to pro- 
cessors for civilian use. 

The amended order permits the 
making of jute twine without re- 


Use, sale, or manufacture of 
lubricating oil cans made of any 
metal will be prohibited after 
September 30, 1942. Until this 
date, manufacturers are permit- 
ted to use inventories of terne- 








plate produced prior to Feb. 11, 


Jute Available Only Through 
Defense Supplies Corp. 











striction to fill defense orders, 
orders placed by Government de- 
partments or agencies, and for 
agricultural purposes. Previously 
twine for agricultural purposes 
had to come from restricted civil- 
ian production, and only the Post 
Office Department among Gov- 
ernment departments and agen- 
cies was permitted to purchase 
jute twine not included in the 
restricted civilian supply. 





Production of Lubricating Oil 
Containers Stopped as of Sept. 30 


1942, for one quart, five quart, 
and larger lubricating oil cans. 
It is expected that a new method 
of distributing lubricating oil will 
have been developed by the final 
date on which the terneplate 
containers can be used. 
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(Washington Bureau 
of HARDWARE AGB) 

Procedure by which a chain of 
retail stores operating with an 
established uniform-price policy 
may continue this policy under 
the General Maximum Price 
Regulation has been announced 
in Amendment No. 12 to the 
Regulation, effective July 15. It 
offers an alternative means for 
chain stores to determine their 
maximum prices for merchandise 
in which any of the stores did 
not deal during March. 

Under the new amendment, the 
management of a chain of retail 
stores operating with a fixed prac- 
tice—which prevailed in March 
—of selling at “uniform or sub- 
stantially uniform” prices for all 
members of the chain, or for all 
members in a particular area, 
may apply to the Retail Trade 
and Services Division of OPA at 
Washington for authorization to 
determine and use uniform maxi- 
mum prices. These uniform maxi- 
mum prices, however, may be 
applied on by members of the 
chain which have traditionally 
adhered to prices established by 
the central management. If the 
authorization is granted, it will 
be accompanied by instructions 
on the method which the chain 
may use in determining and ap- 
plying the maximum prices. 

Under the General Regulation, 
each store in a chain is a separate 


Retail Chains May Adopt 
Uniform Price Ceilings 





seller and must determine its own 
ceiling prices. 

A chain of stores, as used in 
the amendment, means two or 
more stores under one ownership. 

Persons using the procedure 
set out in the new amendment 
mnst send OPA the following 
information: 

(a) the name and address of 
the principal office of the seller; 

(b) the number of separate 
retail establishments owned hy 
the seller and the address of each 
establishment; 

(c) the kind of merchandise 
carried in such retail establish- 
ment; 

(d) whether commodities are 
purchased centrally by the seller 
and distributed by the seller to 
such retail establishments or are 
purchased separately by such 
establishments; 

(e) a description of the fixed 
practice of the seller of selling 
commodities at uniform or sub- 
stantially uniform prices in all 
such retail establishments or in 
all such retail establishments lo- 
cated in particular areas, indicat- 
ing the length of time during 
which such practice has been in 
effect and whether uniform sell- 
ing prices are determined in a 
central office, and, 

(f) the names and addresses 
of the seller’s most closely com- 
petitive sellers of the same class 
on a national or regional basis. 














Use of Copper Permitted in Items 
Ordered by U.S.A. Military ‘Services 


The Director General of Oper- 
ations recently added a number 
of items to the “Military Exemp- 
tion List” of Copper Conserva- 
tion Order M-9-c. Copper may 
be used without limit for the 
manufacture of these articles 
when they are ordered by the 
military services of the U.S.A. 
and for certain other agencies. 

The list is as follows: 

Bells for use on board ship; 
containers for radio and com- 
munications equipment; chron- 
ometer and watch cases; 
dishwashing machines, floats for 
liquid level control; furniture 
hardware for use within mag- 
netic circle on board ship; in- 
sect screening; lights, lamps and 
accessories; locks and latches; 
paint for ship bottoms; photo- 
graphic equipment and supplies; 
reflectors for lights; safety 
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lamps; shells and caps for elec- 
tric sockets; telescopes; unions 
and union fittings. 

The following are added to 
the list until September 1, 1942, 
pending further discussion as to 
their permanent status: 

Air conditioning equipment; 
functional parts of carbonated 
beverage dispensing units; clock 
cases; conduits for radio and 
communication equipment; elec- 
trical coffee grinders, urns, 
ranges and deep fat fryers; con- 
ductor parts of electric fans; 
fittings for handling liquid gases; 
flashlights; food mixers; kitchen 
utensils; laundry equipment; 
miscellaneous ship fittings; iden- 
tification plates; certain plumb- 
ing and heating supplies; hinge 
pins; refrigerator parts; unit 
heaters and heater parts; and 
valve handles. 
























ACCORDING to the RECORD 
HERE’S A 



















































STEADY PROFITABLE BUSINESS 
WHEN YOU SELL 


ELEK-TRO-CUT RUFF-STUFF 


FLOOR SANDING PAPER 
(for Rental Floor Sanding Machines) 


You get a substantial profit on every sheet of 
Elek-Tro-Cut Ruff-Stuff Floor Sanding Paper 
you sell plus a steady rental income from 
your machine. 

Selling your customers Elek-Tro-Cut Ruff-Stuff Floor 
Sanding Paper insures top performance because of 
its fast cutting and smooth finishing qualities. 
You get favorable reaction and build repeat 
business. 

Elek-Tro-Cut Ruff-Stuff Floor Sanding Paper 
is available in cut sheets of shapes and sizes 
to fit all makes of rental hoor sanding machines. 

The next time you order rental floor sand- 
ing “cut sheets,” it will pay to specify 
Elek-Tro-Cut Ruff-Stuff Floor Sanding 
Paper. Try it today. 


MINNESOTA MINING & MFG. CO. 


SAINT PAUL MINNESOTA 








CHENEY 


NAIL HOLDING HAMMERS 





HENRY CHENEY HAMMER CORPORATION 


Factory: Little Falls, N. Y 
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Cheney Hammers helped 
build our Republic way 
back in Colonial Days and 
today are again helping 
preserve the American Way 
of Life. Whether building 
for war or building for 
peace—Cheney Nail Hold- 
ing Hammers always do a 
good job. 

Don't delay—your “fighting” 
dollars are needed now. Buy 
war savings bonds—every day. 


Sales Office: 302 Broadway, New York City 





PRIORITIES 


| AND WAR-TIME ORDERS 


Frozen Rope Stocks to Be 
Purchased by Government 


(Washington Bureau cordage were generally unable 
of HARDWARE AGE) ‘ s : ‘ 

to determine their maximum 

To aid the government war | prices under the universal ceil- 

program calling for the purchase | ing pricing technique sincc, with 


| of an estimated 10,000,000 lb. of | their stocks frozen, they made no 


manila rope and cable held by | sales or deliveri>s during March. 


| approximately 6000 wholesalers “The War Production Board 


and 44,000 retailers throughout | is anxious to encourage the sale 
the country, OPA has exempted | of the greatest possible amount 
specified government transactions | of the frozen stock to Metals Re- 


in manila cordage from the pro | serve Co. in order that it may 

visions of GMPR. be available for the use of the 
Under a plan approved by | government,” OPA stated. 

WPB, the Metals Reserve Co.—} “Exemption from the provi- 


a government agency—has been | sions of the General Maximum 
authorized to purchase stocks of | Price Regulation will cnable 
cordage frozen by WPB’s Gen- | Metals Reserve Co. to pay hold- 
eral Preference Order M-36. The | ers of the stock an amount which 
small lots of rope held by indi- | will accomplish this purpose. In- 
vidual wholesalers and retailers 
will be consolidated and then 
resold or delivered to war pro- 





asmuch as the purchasers are, 
in each case, government agen- 
cies, it is felt that there is no 
curement agencies such as the| danger of inflationa:y results 
War Department, Navy Depart-| from the exemptions granted,” 
ment and the Maritime Commis: | jt was added. 

sion, as a part of the war effort.| The term “Manila Cordage” is 
Metals Reserve has designated 
as its agent for the purchase 
program, Murray Cook, 155 East 
Mth Street, New York. 

a. > wee ed oom | fibers and which is of diameters 
>MPR, sales and deliveries of | ian 

rw specified | Of 3/16 in. and larger and of 
government agencies, becomes lengths of not less than 200 ft. 
effective Aug. 8 through Amend- | and of grades designated by 
ment No. 3 to Revised Supple- | manufacturers as better than 
mentary Regulation No. 4. | “grade No. 1,” “grade No. 2” 
Wholesalers and retailers of | and “grade No. 3.” 


| defined by the amendment to 
|mean rope and cable in which 
manila fiber is used either alone 


or in combination with other 


these products to 


OPA Issues Form GMPR: 2 for 
Reporting New Ceiling Prices 


Retailers and wholesalers who | used is Form GMPR:2 which 
d:termine maximum prices un- | appeared originally as Appendix 
der Section 3 (a) of the Gen-|A of the General Regulation. 
eral Maximum Price Regulation | The alterations are contained in 
now may use a modified form for | Amendment No. 19 to the Reg- 
reporting these ceilings to the | ulation, effective August 6. 
OPA. Section 3 (a) provides a The amendment also adds a 
formula for retailers and whole- | requirement that chain stores 
salers in cases where neither the | authorized by the Retail Trade 


| seller nor his competitors dealt | and Services Division of OPA to 


during March in the article be- | determine uniform ceiling 
ing priced prices pursuant to Section 3 (a) 

Persons using this method | must report the prices thus es- 
must report the action to the | tablished at the place designated 
nearest district or state OPA of- | in the order authorizing uniform 
fice for review. The form to be | pricing. 





HARDWARE AGE 








OF 


OP 
gram 
eral 
in al 
activi 
of ret 
lous 
regul 
retail 
free 
actio! 

Th 
direc 
wives 
buyit 
right 
civil 

(or 
over¢ 
plus 
agail 
char; 
than 
Simi 
tena 
agai 
rent: 
OPA 
U 
Cont 
the 


for 
tior 
con 
crit 
plif 
of : 


ord 
spa 
spo 
con 
sim 
the 


fac 
pre 
the 
Scl 
Au 
for 
be 












nt 


lable 
mum 
ceil- 
with 
e no 
irch. 
oard 
sale 
punt 
Re- 
may 
the 





‘OVi- 
um 
able 
old- 
lich 

In- 
are, 
ren- 

no 
ults 
d,” 


1s 
to 
ich 
me 
her 
ers 


of 


by 
lan 





OPA Begins Enforcement of 


Maximum Price Regulations 


OPA is about to begin a pro- | and 
| prosecution with maximum pen- 


gram of enforcement of the Gen- 
eral Maximum Price Regulation 
in areas where its educational 
activities have reached a majority 
of retailers. From now on scrupv- 
observance of all 
regulations will be necessary if 
retailers and landlords are to be 
free of the possibility of legal 
action under the law. 

The attention of retailers is 
directed to the fact that house- 
wives and other members of the 
buying public acquire the legal 
right, beginning July 31, to bring 
civil suits for a minimum of $50 
(or treble the amount of the 
overcharge, whichever is greater) 
plus attorney’s fees and costs, 
against any storekeeper who 
charges them more for an article 
than the OPA regulations allow. 
Similar suits may be filed by 
tenants in defense-rental areas 
against landlords who collect 
rents above those permitted by 
OPA rent orders. 

Under the Emergency Price 
Control Act of 1942, violators of 
the Price Administrators orders 


lous 


OPA | 


regulations face criminal 
alties of $5,000 fines and a year’s 
imprisonment, or both; civil in- 
junction suits; actions to re- 
voke the seller’s license; and 
treble damage actions. 

The OPA intends to intervene 
formally in treble damage suits 
whenever it is necessary to do 
so in order to see that this rem- 
edy is used in a manner consis- 
tent with the public interest. 

Only buyers for use and con- 
sumption other than in the course 
of trade i.e. con- 
sumers, are given the right to 
sue for treble damages. Trade 
buyers, that is, a retailer buying 
from a wholesaler, or a whole- 
saler buying from a manufac- 
turer, cannot maintain such suits, 
according to the law, but the 
Price Administrator is 
ered to bring an action on behalf 
of the United States. 

Treble damage suits must be 
brought 
the goods are delivered or the 


or busine:s, 


empow- 


within one year after 





rent is paid. 


Simplification of Shovels, 
Spades and Scoops Ordered 


The WPB Director General 
for Operations has issued Limita- 
tion Order L-157 in order to help 
conserve iron, and _ other 
critical materials, through sim- 
plification of sizes and standards 
of all hand tools. 

First tools to be covered by the 


steel 


order will be hand _ shovels, 
spades, scoops, and telegraph 
spoons. Schedule I, which ac- 


companies the order, provides for 
simplification of these tools in 
the next few weeks. After Aug. 
9, no material for their manu- 


facture may be supplied to any | 


producer unless it conforms to 
the standards set forth under 
Schedule I. After the end of 
August, tools which do not con- 
form to the schedule may 
be manufactured or delivered by 
any producer, by 
anyone from any 

Among other things, Schedule 
I prohibits the use of alloy steel 
in any shovels except those used 


not 


or accepted 
producer. 


in direct mining operations. It 
is also designed to reduce inven- 
tories in the hands of manufac- 
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turers and_ distributors, since 
they will not carry many 
grades. The order authorizes the 
issuance from time to time of 
more of these schedules, estab- 
lishing simplified practices with 
respect to types, sizes, forms, 
specifications, or other qualifica- 
tions for any hand tools. 


so 


MANUFACTURE OF 
FURNACE REPAIRS MAY 
EXCEED QUOTAS 


An interpretation of Order 
L-22 on furnaces has been issued 
by the Director General of Oper- 
ations to make it clear that re 
| placement parts may be manu- 
| factured over and above quotas 
established by the order. 

L-22 provides that during the 
|calendar year 1942, no manu- 
| facturer may incorporate into 

furnaces iron or steel in excess 
of certain specified quotas. No 
restrictions, however, are placed 
on the manufacture of replace- 
| ment parts for furnaces. 








| 
| 
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SURE TIRE 
PROF 


Hardware dealers everywhere are attracting and 
keeping new customers, selling more to old ones 
with the fast-working STAR ‘Metal Cutting Mer- 
chandiser’’—12 copies of the nationally adver- 
tised shop handbook, ‘Metal Cutting’’, complete 
with counter display. 





































Every person who comes to your store to buy 
this book is a ‘‘natural’’ prospect for your STAR 
Hack Saw Blades, Frames and related mer- 
chandise you sell. You make a profit on each 
booklet and each booklet makes new STAR cus- 
tomers for you. 

You get the complete merchandiser-display 
and 12 books—absolutely free. You get as many 
free merchandisers as you need, either direct or 
via your jobber. You make 60c cash on every one, 
and every one makes new customers for you. 

To profit now, act now. Order today. 


“ADVERTISED MONTHLY IN 
Country Gentleman - Popular Science 
Home Craftsman + Popular Mechanics 
Successful Farming ~° Industrial Arts 

(Total circulation over four million!) 


CLEMSON BROS" 


MIDDLETOWN +- NEW YORK 











ACME PHOTO 


CAMOUFLAGE 
NETTING 


Comes Ahead of 
Poultry Netting NOW 


Because America’s Wire Mills 
Are “Drafted for the Duration” 





% oH 





Cannister shot, bolts, lock 
washers and bead wire are 
also made directly from 
rods and wire. They're a 
few of the almost count- 
less ‘‘wire’”’ items essen- 
tial to our ships, planes, 


Notice the broad canopy of 
camouflage netting above this 
field artillery emplacement. 
Then multiply this one impor- 
tant “concealment” installation 
many, many times. That will 
give you some idea of the large 
tonnage of wire for poultry 
netting, field fence and barbed 
wire — normally — that now 
goes into this vital war use. 


This is but one of thousands of 
war demands that are calling so 
heavily on the production of all 
leading steel and wire mills, like 
Keystone. Good reasons why 
you must tell many customers 
there'll be some delay on the 
RED BRAND fence, Keystone 
netting or barbed wire they 
need. And, by carrying on 
despite delays, and shortages, 
you KNOW you're contribut- 
ing generously to winning an 
EARLY VICTORY! 
















tanks and guns. 
= 
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KEYSTONE 


a 
STEEL & WIRE CO. 


PEORIA, ILLINOIS 


Fence Users will continue to 
“Look for the Top Wire Painted RED” 


-ED BRAND FENCE 


| 






RITIES 


War - TIME. ORDERS 


Production of Space Heaters 
Stopped by Order L-173 


The WPB recently issued Lim- 
itation Order L-173, cutting off 
further production of domestic 
space heaters calling for the use 


| of fuel oil or gas, except to fill 





orders for the Army, Navy, Coast 
Guard, Maritime Commission or 
War Shipping Administration. 
Types of heaters covered by 
the order are those designed to 
heat only the space in which they 





are located and which are not 
equipped with distribution pipes. 
Included are circulating heaters. 
radiant heaters, direct fired gas 
unit heaters, and floor and wall 
furnaces. 

The order permits the produc- 
tion of replacement parts so that 
units now in operation can be 
kept serviceable. 





OPA ae Tire Deliveries 
By Local Storage Plan 


(Washington Bureau 
of HARDWARE AGE) 
Acting to prevent tie-ups of 
essential transportation, OPA has 
provided means by which those 
who get ration certificates can 
be supplied quickly with tires 
of any size. 


Manufacturers will be per- 
mitted, subject to certain re- 
strictions, to store tires and 


tubes regionally in private ware- 
houses and other _ premises 
where they will be convenient to 





meet demand. Even retail es- 
tablishments may be used for 
storage, provided the manufac- 
turers’ stocks are segregated 
from the dealers’ and are not 
subject to their control. No 
change in ownership may take 
place in the process. Actual sale 
out of the stored stocks to the 
dealer still is permitted only on 
presentation of the replenish- 
ment portion of a rationing cer- 
tificate. 








WPB-OPA Order Merchandise 
Standards Established 


Development of standards which 
will save materials, make fuller 
use of the nation’s production 
facilities, and make price control 
more effective by pegging price 
to quality will be spurred by a 
new contract between the Gov- 
ernment and the American Stand- 
ards Association, according to 
WPB Chairman Donald M. Nel- 
son and Price Administrator Leon 
Henderson. 

Under the terms of the con- 
tract the American Standards 
Association will develop emer- 
gency standards in connection 
with WPB and OPA wartime 
supply and price control mea- 
sures. The increasing impor- 





tance of standards for pegging 
the price of goods to their qual- 
ity has been pointed out recently 
by Mr. Henderson in connection 
with the enforcement of price 
control. OPA’s most recent ac- 
tion of this kind was its order 
forbidding reduction in the size 
and quality of soap. 

Similarly, Mr. Nelson has re- 
ferred to the importance of 
standardization and simplification 
in connection with the program 
to concentrate civilian production. 
Used in this way, standards can 
help conserve resources of mate- 
rials, manpower, production, and 
distribution for essential war pur- 
poses. 
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HELPS THINGS 
LAST LONGER 


Sell Your Customers 


PANTHER and DRAGON 


@ First to be Wrapped and Sealed in Cellophane 
© Perfect Adhesiveness and Tensile Strength 
© Strong, Durable Core 
© Colorful Attractive Boxes 
© A Company in the Insulation Business 

Since 1878 
Sold Exclusively Through Distributing Wholesalers 


HAZARD INSULATED WIRE WORKS 


DIVISION OF THE OKONITE CO. 
Wilkes-Barre, Pa. 
Offices in Principal Cities 


HAZARD 


FRICTION AND RUBBER TAPES 
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HE’S OUT OF 
THE STORE TODAY 


SELLING 


NO. 84 
DOUBLE FACE 
BLACKSMITH’S 
SLEDGE 


















Joe’s and everyone else’s hardware store 
need orders which carry high priority rat- 
ings. Factories doing war work have these 
orders for you. Such business does not walk 
in your front door. It’s a new type business 
YOU MUST GO OUT FoR, just as Joe does. 
Today your establishment and service are 
valuable to manufacturers, and you can sell 
these benefits to industry. Pass their prior- 
ities along to your jobber, and he in turn 
will send them on to Warren Tool Corp. so 
you may get Quikwerk high-quality, heavy 
hand tools. You'll find this new business of 
selling out in the field profitable. 


WARREN TOOL CORP 


WAR-R-E W,- - | 





Civilian Use of Shellac 
Further Restricted By WPB 


Civilian use of shellac was 
practically halted by WPB July 
31, 1942, by placing all shellac, 
except for certain specified uses, 
under complete allocation. This 
action will undoubtedly mean 
further decrease in the amount 
of shellac available for phono- 
graph record production, but the 
exact amount of this reduction 
could not be predicted at this 
time. 





Necessary uses, such as coat- | 


ing for munitions, are permitied 
without restriction through Au- 
gust 1942. The order provided 
that all exceptions and special 
authorizations granted on appeals 
prior to June 24, 1942, are re- 
voked. Those granted since that 
date continue in effect. 

By achange in definition, seed- 
lac is now removed from the 
order an none of its provisions 
apply to seedlac. 


Reconstruction of Buildings Essential . 
to Public Health or Safety Permitted 


Amendment No. 2, recently | 


issued, liberalizes in several re- 
spects the restrictions put on | 
non - essential construction by 
Conservation Order L-41. The 
amendment permits an owner to 
begin reconstruction of certain | 
types of non-residential construc- 
tion damaged or destroyed, pro- | 
vided immediate restoration is 
“necessary for the prosecution of 
the war or to protect public 
health or safety.” Previously | 
L-41 permitted restoration with- 
out authorization of residential | 
structures and no change was | 
made in the procedure. | 

| 


Construction authorized in the 
amendment is defined as all con- 
struction other than residential 
and agricultural, including com- 





mercial, industrial, recreational, 
institutional, highway and _ utili- 
ties. To restore “other restricted 
construction,” however, the build- 
er must notify WPB by telegraph 
within five days of the damage, 
setting forth the cause of de- 


| struction, function of the dam- 


aged structure, estimated cost of 
reconstruction and reasons im- 


| mediate reconstruction is neces- 


sary. This notice must be fol- 


lowed within two weeks by 
application for authorization of 
reconstruction on the usual form, 
PD-200. 


ment, however, that priorities as- 


There is no commit- 


sistance will be accorded and the 
WPB may at any time order con- 
struction to stop. 


O.P.A. Rales Do Not Require 


Sworn Statements on Invoices 


Certification that prices | 
charged conform to OPA regu- | 
lations need not be accompan- | 
ied by a sworn statement for | 


every invoice, Price Administra- 


tor Leon Henderson said. To a | 
manufacturer who reported that | 
some customers asked that every 
invoice carry a sworn statement | 
to the effect that prices charged 
in the invoice fully conform with 
OPA regulations, the Office of 
Price Administration advised: 
“In making a certification for 
the protection of the buyer, it is 
not necessary that a sworn state- 
ment accompany each invoice. It 
will be satisfactory to this Office 
if an appropriate statement is 
imprinted on invoices and in ad- 


dit'on a separate statement i 





supplied to the buyer by the sell- 
er, sworn to by a_ responsible 
company official, to the effect that | 
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the prices set forth on all in- 
voices being issued or to be is- 
sued will not exceed applicable 
maximum prices established by 
the Office of Price Administra- 
tion, and that the company’s 
method of setting its prices has 


been so established as to achieve 


this result. 


Presumably no_ responsible 
company official would swear to 
such a statement unless he had 
at least made himself familiar 
with the applicable price regula- 
tions, carefully reviewed the 
method of setting prices, and 


contemplated an appropriate 
checking from time to time of 
such prices as were charged.” 
Price regulations make buyers 
in the course of trade or busi- 
ness equally liable with sellers 
to prosecution for violation of 


any regulation or order of the | 


Price Administrator. 

As a protection to trade buy- 
ers, OPA has already suggested 
in an open letter to the National 
Association of Purchasing Agents 
that trade buyers could gain a 
measure of legal protection by 


Orders Under PRP in Excess of Quota May 


obtaining a certification from 
sellers to the effect that prices 
charged conformed to established 
ceilings. 

This letter stated that OPA 
policy would require trade buy- 
ers to exercise “good faith and 
an honest, reasonable judgment.” 
Written certification, as on the 
face of the contract of sale or 
invoice, stating that price ceil- 
ings were fully observed, was 
suggested as evidence of good 





faith on the part of the buyer. 


Be Held on Books for Future Delivery 


Manufacturers operating under 
PRP can request suppliers to 
retain orders on the books for 
future delivery if they are in 
excess of authorized quarterly 
purchases. This was made clear 
in Interpretation No. 2 to para- 
graph (d) (1) (iii) of Priorities 
Regulation No. 11 as amended, 
issucd recently by. the WPB. 


The section requires producers 
to cancel or reduce outstanding 
purchase orders to the amount 
authorized by their PRP certifi- 
cates. However, the interpreta- 
tion points out that notification 
to suppliers to hold excess or- 
ders on the books fer future de- 





livery is sufficient. 


Extend Sewing Mach. Parts Production; 


All Rebuilding Must Not Stop 


(Washington Bureau 
of HARDWARE AGE) 

Sewing machine manufactur- 
ers have been given an addi- 
tional two months in which to 
manufacture repair parts, in 
Amendment No. 1 to General 
Limitation Order L-98. The origi- 
nal order provided that during 
the six-month period beginning 
May 1, 1942, a manufacturer 
could produce repair parts at a 
rate of 125 per cent of his aver- 
age monthly production of such 
part4 during a_ two-year base 
period ended December 31, 1941. 
Under this new amendment the 
length of the peroid has been 
extended to eight months and 
the permi-sive manufacture of 
repair parts is based on weights 
of metal used in such _ parts 
rather than on the number of 
parts. The amendment permits 
iron and steel to be used at a 
rate of 125 per cent of the aver- 
age monthly use in the base 
period and non-ferrous metals to 
be used at a rate of 100 per cent 
of their use in the base per‘od. 

The order was al-o amended to 
make certain that the building 
of reconditioned sewing ma- 


PRIORITIES 


AND WAR-TIME ORDERS 


| chines is stopped. The original 
order prohibited manufacturers 
from rebuilding :ewing machines 
after May 25, 1942. Subse- 
quently it became apparent that 
many others besides sewing ma- 
chine manufacturers are in the 
business of rebuilding sewing 
machines, so the order has been 
amended to include all persons 
who rebuild sewing machines. 
Rebuilders other than manufac- 
turers were given until July 15 
to rebuild sewing machines but 
must now stop. The May 25 
prohibition on manufacturers re- 
mains unchanged. 

The order is also amended to 
permit sewing machine manu- 
facturers to transfer inventory 
for use in manufacturing induc- 
trial sewing machines, which are 
not affected by the order. 


INVENTORY CURBS ON 
ANTIFREEZE EASED 


Inventory restrictions of Pri- 
orities Regulation No. 1 on anti- 
freeze made from alcohol were 
eased July 23 by the Director 
General of Operations. Amend- 
ment No. 1 to Order L-51 pro- 
vides that deliveries may be 
made and accepted without re- 
strictions if total acceptances are 
not in excess of the quantity re- 
quired for use and resale in the 
season from April 1, 1942, to 
March 31, 1943. 
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PROFIT-PAYERS FOR YOUR 


GIFT PROMOTIONS 


AVAILABLE FOR IMMEDIATE DELIVERY! 


LOOK! 2 POPULAR SETS 
TO RETAIL AT *1-% EACH 








No. 937 GIFT SET 


New! Feature as a “save-food-for-victory” special, because all items are 
practical necessities that protect their contents, prevent spilling, avoid 
waste. Set consists of No. 630 Sugar Server, No. 427 Dripless Server, No. 
453 Twin-Server set (2 condiment jars, 2 spoons, 1 tray). All tops, spoons, 
and tray are Tenite plastic; containers are clear-glass. Packed complete in 
attractive red corrugated gft carton. (P. S. This carton can be mailed 


vegsseess+ Retail price: $1.00 


“as is’’ for your out-of-town trade.) 





F 


No. 915 MATCHED DRIPLESS SERVER SET 


Was an outstanding profit-winner last Christmas and during Hardware Open 
House . . . will be a big-seller this holiday time, too. Consists of matched 
dripless servers—48-oz. and 1l-oz. sizes—tissue-packed in smart set-up gift 
box. Tops and slides are sanitary Tenite plastic in red, green, yellow, blue; 
containers are clear glass in ribbed design.......Retail price: $1.00 


(Retail prices slightly higher west of Mississippi) 


NEW YORK OFFICE—200 FIFTH AVENUE 
WESTERN OFFICE—TERMINAL SALES BLDG., SEATTLE, WASHINGTON 


FEDERAL TOOL CORP. 


400 N. LEAVITT ST., CHICAGO, ILLINOIS 
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No wonder Phoenix and Juniata shoes have 
been preferred by the trade for over 50 years. 
They're made of special analysis open-hearth 
steel, insuring extra long wear. They're de- 
signed and built by experts, which accounts 
for their correct shape, easy fit, and uniform 
punching, creasing and shaping. And they 
are made in every type and size for both mules 
and horses. 


PHOENIX 
Ever Ready 
Horse 
Shoe 


PHOENIX JUNIATA 


Short Heel 
Hind 


Toed and 
Heeled 





a 
Made in Front and Hind 








Country Pattern 


Note High 

Inner Rim 
Front 

Polo 








PHOENIA 
Noiseless 
Horse 
Shoe 











Leading jobbers every- 
where dist:ibute Phoenix 
and Juniata horse and 
mule shoes on an es- 
tablished policy through 
regular trade channels. 







Phoenix also manufactures Turned Heel shoes, Sport 
shoes, Hooks and Shuts, Spuds, Drop Forged Welding 
and Slip-On Flanges, Commercial Forgings, and other 
similar items. 


Catasauqua, Pa., 


Joliet, Illinois, 











in Extra Light, Light, 
and Snow pattern. 
SWEETS 
Toe Calks 
besoin = PHOENIX 
JUNIATA $ Noiseless Mule 
Light Mule Biunt 





PHOENIX MANUFACTURING COMPANY 
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New and Improved Merchandise— Display Helps—Sales Literature— 
New Packages—New Colors—Catalogs 


Baby Food Container 


“Babykin” holds any eight-ounce 
nursing bottle and is said to keep food 
at right temperature for four-hour feed- 


ing. Containers sold either singly or 





two in a gift box. “Babykin” retails 
for 75 cents singly and $1.50 double, 
east of the Rockies, with slightly higher 
price west of the Rockies. The dealer’s 
cost is $5.40 per dozen on the singles, 
and $10.80 per dozen on the gift box, 
f.o.b. Chicago, Ill. Lockwood Products, 
232 E. Erie St., Chicago, Ill. 


“Lev-L-Floor” for Repairs 
and Resurfacing 


Central Paint & Varnish Works, 63- 
69 Prospect St., Brooklyn, N. Y., is 
featuring “Lev-L-Floor”, a synthetic 
product which, it states, patches and 
resurfaces economically. “Lev-L-Floor” 
can be used on wood, concrete, marble, 
stone, tile, magnesite, masonry and 
composition flooring, and, according to 
the manufacturers, waterproofs bath- 
room floors, shower stalls, sidewalk 
vault lights and kitchen floors and 
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damp-proofs cellar floors. The preduct 
comes ready mixed and is ready tor 
use. 


Substitute Jacket For 
Hot Water Tanks 


This hot water tank jacket manu- 
factured by The Hinde & Dauch Paper 
Co., Sandusky, Ohio, is made of 
“H&D” patented air-cell in_ulation. 
Maker states jacket can quickly and 
easily be installed on all standard 
model 30 and 40-gal. hot water tanks 
to provide quicker heating and longer 
heat retention. Joint seals can be made 





with cloth tape matching the wood 
grain, gray or green finishes which are 
available. Suggested retail selling 
prices $2.48 for 30-gal. tank and. $2.98 
for 40-gal. tank. 


Asphalt Composition 
Floor Runners and Mats 
The Philip Carey Mfg. Corp., Lock- 


land, Cincinnati, Ohio, announces an 
asphalt composition material that has 





been found satisfactory for floor run- 
ners and mats. This product is said to 
be inexpensive, durable, and similar in 
appearance to rubber. Has corrugations 
or ribs to form a non-skid surface. It 
lays flat and is said not to hump. Avail- 
able in rolls, 36 in. wide and 30 ft. 
long. Companion products made of the 
same material are corrugated floor mats 
in sizes 2 by 3 ft., 3 by 4, and 3 by 6 ft.; 
in corrugated treads for stairways, 9 by 
18 in., and 9 by 24 in. 


G-E Glow Lamps 


Give a soft, orange-red glow—just 
enough light for safety or for emer- 
gencies. May be used 24 hours a day 
at a cost of a few cents a month, 
maker states. Having no filament they 
produce a negligible amount of heat 
and are said to withstand both shock 
and vibration to an unusual degree. 
Have an average useful life of 3,000 
hours. The lamps operate directly from 
lighting circuits, no accessory devices 
being required. General Electric Co., 
Lamp Department, Nela Specialty Div., 
410 Eighth St., Hoboken, N. J. 
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Tool Storage Stand 


For efficient individual storage of 
tools for workers. Drawers can be 
locked to guard against thieving of 


Drawers feature easy 
One, two, 


important tools. 
sliding and flat key locks. 


or three drawer inserts are fully illus- 
trated in the new shop equipment cata- 





log No. 331 released by Lyon Metal 
Products, Inc., 3217 Clark Street, Au- 
rora, Ill. 


Cascamite in Glass Jars 


Casein Company of America, New 
York City, announces that all 1-lb. 
units of Cascamite Powdered Resin 


Glue are now packed in screw-top glass 
jars, to conserve precious metal for war 
use. In its new dress, Cascamite has 
an attractive package and the consum- 
er has a sparkling clear jar which when 
empty becomes useful as a container 
for mee small parts or liquids—or, 


pameneans c loth 


The Weaver “Press Kloth” is of a 
special weave, chemically treated, to 
make it almost water proof. It is said 
to allow the hot steam to penetrate 
through the cloth and impregnate the 
garment or material being pressed with 
actual live steam doing the same job 
performed by a steam-pressing ma- 
chine. Maker states it will steam press 
silks, rayons, woolens, worsteds, cot- 
tons, crepes, etc.; steam chiffon velvet; 





when 
jar for milady of the kitchen. 


Fabric Dry Cleaner 


“Dri-Kleen” is a soluble-crystal - dry- 
cleaner for use on any fabric without 
injury to hands, skin or fabric 


maker states. Packed in convenient 8- 
ounce cans. Each can makes 10 full 
gallons of cleaning fluid and retails for 
50 cents per can. Dri-Kleen Co., 325 W. 
Huron St., Chicago, Il. 





sterilized, as a handy refrigerator | 





and | 
without the danger of fire or explosion, | 
| 
| 
| 





put a knife-like crease in men’s trou- 


cers; steam-press women’s pleated 
skirts, men’s neckties, etc. 
be used in blocking knit garments and 
in pres-ing all types of home dress- 
making. Dealer promotional material 
available, including “Silent Demonstra- 
tor,” a three-color illustrated counter 
display card, also descriptive circulars, 
window display cards, window stream- 
ers, newspaper mats, etc. 


Kloth Co., 4963 Omaha, Neb. 
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7> BEREA 


DISPLAY BOARD 


4, SHARPENING 
) STONES 





made-to-measure salesbuilder™ 
goods where folks will buy. 





With hie 
of popular priced sharpening stones, there is 


no predetermined assortment .. you choose the 
kind of stones you wish to sell, and we fit them 


to the board! 


You can display both natural and manu- 
factured abrasive sharpening stones on the same 
board! A price range to interest everyone is 
possible with this new sales idea, plus plenty of 
profit for you. p 


Today, when the need for keeping tools . 
in tip*top shape is so important, you will find 
this attractive orange and black display just 
what you need for rapid turnover. 


Hobbyists, Factory workers, home owners, 
garage mechanics, farmers, trade schools, camps, 
and hundreds of other sales opportunities are 
yours when you display genuine Berea. Shar- 
085 Stones on this good looking display 

ard. 


Send for full information today. 








The entire Berea Abrasives line of grind- 
stones and sharpening stones is described in 
the interesting Berea ‘Cillian and Merchandiser 
No. 22. May we send your copy? 


. BEREA ABRASIVES 
1134 GUILDHALL BUILDING 
CLEVELAND, OHIO 











CLEVELAND 


ABRAS MAS! 





‘For Your Profits Sake! 











FROM 


A Sportsman's 
Hatchet 


They cut longer 


between sharpenings 
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Oddities About Brushes 


By G. O. ROWLAND 
Sales Promotion Manager, 


Crush Division, The Osborn Manufacturing Company, 
Cleveland, Ohio 


HERE never has been any such 

thing as a “camel’s hair brush”! 
This type of brush is generally made 
from squirrel’s hair. Camel’s hair 
would actually make a very medi- 
ocre brush. 

Most “sable hair” brushes, so 
named because of their softness and 
fineness, are actually made from 
Russian “kolinsky,” although skunk 
hair is also used. Sable, in itself, 
would make a poor brush. Hair for 
brushes is obtained from bears, 
badgers, goats, oxen, civet cats, 
horses, and cattle. What is known 
as “fitch” is nothing but common 
skunk! 

Hog bristle, which has now been 
frozen for use only in the war indus- 
tries, makes the very finest paint 
brushes. Man has never been able 
to duplicate the amazing bristle of 
a hog. Hog bristles have from two 
to 12 “flags” at the tips, which hold 
and evenly spread the paint. As the 
brush wears down, the “flags” travel 
down the bristle, always sub-divid- 
ing as they were when the brush 
was new. Eleven different lengths of 
bristle are used in the construction 
of a good paint brush. 

Beneath the heavy coating of 
bristles on bristle-bearing hogs is a 


fine layer of hair, known as wool, 
which is also valuable in the manu- 
facture of certain types of brushes. 
Hog bristles look straight, but 
they’re far from it! But it’s all the 
better! Their slight curvature is an 
important part in the construction 
of a really good brush. 

Because of the enormous layer of 
fat below the bristle-bearing hog’s 
skin, the animal may attack and 
even eat poisonous snakes with no 
ill effects. The surplus fat absorbs 
the poison from the snake bite! 

Unusual materials from which 
brushes are made include nylon, rice 
root, bamboo, rubber, hair from the 
inner side of an ox’s ear, and plain 
ordinary grass. All types of wood 
are used in the manufacture of 
blocks and handles for brushes. but 
most bristle brushes are set in rub- 
ber, synthetics, plastics and pitch. 
Most reddish brown bristles come 
from India, gray ones from Russia, 
and white ones from Poland and 
France. While most of the Chinese 
bristles are black, China produces 
virtually all colors of bristles. 

Brushes for fine oil painting have 
been made from a_ single rat 
whisker! 





Creditors in the Family 


HEN a debtor conveys real 

estate or transfers other as- 
sets to his wife or close relative, 
leaving nothing for his creditors, 
what can those creditors do about 
it? 

Maybe nothing! They may try to 
have the transaction set aside on 
the ground of fraud, but they will 
have the burden of proving the 
fraud. 

Isn’t it fraud on the face of it 
when a debtor perpetrates a trick 
like that? Not necessarily—if he 
can show that his wife or his uncle 
to whom he transferred the assets 
was a bona fide creditor to whom 
he legitimately was indebted. 

“Under State law,” said the Su- 
preme Court of Missouri recently, 
“a debtor has the right to prefer 
certain creditors, if the transaction 
is in good faith, even though the ef- 


fect of the transaction be to hinder 
and delay other creditors. And this 
is so even though the preferred cred- 
itor be a relative or member of the 
family of the debtor. So long as 
there is no fraud in the transaction, 
a debtor in failing circumstances 
may prefer his kinsman, who is his 
creditor, as well as a stranger. A 
court of equity will scan such a 
transaction with jealous eyes, but 
preference and relationship alone 
will not afford sufficient evidence of 
fraud.” 

Most States would probably fol- 
low this Missouri opinion. 

Suggestion: such a debtor might 
be forced into bankruptcy under 
Federal law. The bankruptcy court, 
if invoked promptly, might order 
the wife or other relative to turn 
over the transferred assets to be di- 
vided among all the creditors. 


HARDWARE AGE 




































Flying is the hobby of M. C. Gay, 
Jr., Gay-Murray Co., Inc., Tunk- 
hannock, Pa., and second vice- 
president. Pennsylvania & Atlan- 
tic Seaboard Hardware Associa- 
tion, and his daughter, Elaine, 
who are shown just afier they 
made their solo flights last sum- 
mer. After Pearl Harbor they 
were unable, for a time, to do 
any flying although both are now 
permitted to do so. Father and 
daughter are now preparing for 
tests, as a result of which they 
hope to receive private licenses 
Miss Gay is so thoroughly inter- 
ested in aviation that she hopes 
some day to take an Instructor's 
-~ Course and become a _ profes- 
sional aviatrix. 












Here’s Commodore H. Allen Hall! of the Vermilion Boat Club, Vermilion, 
Ohio, at the tiller of a sailing boat in a heavy sea. Better known to many 
hardware men as secretary of The Ferry Cap & Set Screw Co., Cleve- 
land, Ohio, his interest in boats dates, as he puts it, ‘from the days of 
wooden ships and iron men.” For a time, as a young man, he was in 
the U. S. Navy aboard the old sailing ship U. S. S. Lancaster. As a mem- 
ber of the Vermilion Boat Club he has held many offices, and is at 
present Commodore in which copacity he commands the club's official 
race committee boat the “Shark.” 
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New Plastic glue proves popular 


with carpenters, cabinet makers, 


mechanics, home craftsmen. 


Record re-orders from hardware stores 
throughout the country prove Weldwood 
Glue an A No. 1 seller. Its approval for use 
in aircraft by the U. S. Army, U. S. Navy 
and Civil Aeronautics Authority when 
properly applied proves it a superior glue. 

Five convenient sizes—10c, 25c and 50c 
cans. Attractively packaged in display car- 
tons for counter sales and 1 Ib. (85c) and 
5 Ib. cans. 

Write for complete information or order 
Weldwood Glue and Counter Displays 
through your jobber. ACT NOW —supply 
limited by Uncle Sam’s War Needs. 


Weldwood Glue has everything: 


1. Tremendous Strength 
a Waterproof, Bacteria- 
and Rot-Proof. 


3. Quick and Easy to use. 
No heating. Nowaiting. 

4. Economical. 

5. Applied Cold, quick- 
setting. 

6. Stain-Free. 


“Makes the glue line the SAFETY line” 


WELDWAUD 


UNITED STATES PLYWOOD CORPORATION 
World’s Largest Producer of Plywood 
Weldwood Glue Dept., 103 Park Ave., N.Y.,N. Y. 
Please send literature, prices, discounts, samples 
and information on WELDWOOD Glue dealer plan: 


Plastic Resin 


WATERPROOF GLUE 
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Our Jobber is 





ELMER THE BULHORG SAYS: 


Help the 
Farmer Out 


(and help your own business) by 
showing farmers how to make 


their fences go farther with 





Electric Fence Controllers 


Livestock grr isup. Stocks of farm 
fence are down, And the farmer is in the 
middle . . . You can help him lick this 
tough problem by pointing out this fact: 


=f -L i 


One mile of four-strand barbed wire 
fence, plus a Prime Controller, makes 
four miles of easily-moved, one-strand 
electric fence. One ton of steel does the 
job of four, enabling the farmer to pas- 
ture volunteer growth in stubble, hog 
down corn, etc. .... Of course, the 
single wire should be properly insulated 
and splices free from rust. And the con- 
troller should be a good one, like the 
famous Prime — safe (hi-line models 
approved by Underwriters’ Lab.), de- 
pendable (freeing you from service wor- 
ries) . . . Go after extra business with 
Prime hi-line and battery controllers 
this Fall. See your jobber now. Prime 
sells only through jobbers. 


The Prime Mfg. Co. 


1669 S. First Street Milwaukee, Wis. 
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New Volume in Unpainted Furniture 


(Continued from page 35) 


afford to establish a special sec- 
tion for this line, according to Mr. 
Dohrmann, and to feature it in a 
big way. 

Most popular pieces are end 
tables, lamp tables, kitchen furni- 
ture, wall shelves, knick-knack 
cabinets and dish cabinets. Orders 
can be taken for larger pieces and 
such sales are usually made from 
a catalog. 

Most individual sales average 
$5 or more and some run as high 
as $25. All classes of people seem 
to be interested in this line. It 
appeals to persons who have the 
urge to paint things around the 
home. Work of this type—some 
call it a hobby—helps them relax 
and rest. With many others it is 
a serious activity and the means 
of securing home furnishings at a 
relative low cost or obtaining 
items that will fit into some spe- 
cial decorative scheme. 

Packaged deals seem to pull the 
greatest amount of traffic and these 
are featured in all store advertis- 
ing. A typical package deal is 
made up of an end table, half pint 
of undercoater, half pint of en- 
amel, sandpaper and a brush. This 
sells for $4.25, a very popular 
price. A number of package deals 
are always featured and in each a 
different item of furniture is used. 

“We thought, at first, that per- 
sons buying unpainted furniture 
would just naturally buy their 
paint, brush, and other supplies 
from us,” says Mr. Dohrmann. “It 
did not work out that way. Many 
customers seemed to prefer an- 
other paint, much to our surprise. 
It was necessary for us to develop 
a demonstration technique to 
make these additional sales, using 
paint sample chips and carefully 
explaining how the paint should be 
applied for best results. Even 
then we often missed the addi- 
tional sale. The package deals 
helped make these extra paint 
sales, however.” 

This merchandise on display in 
the store attracts a lot of attention 
to itself. However, directional 
signs are used throughout the 
store to show the way to the paint 
and unfinished furniture depart- 


ment. The display of furniture is 
located nearby the paint depart- 
ment which is at the rear of the 
store. 





From One to Four Water 
Softening Systems 
a Week 


(Continued from page 36) 


are used on the display in the 
store. These cards enable the dis- 
play to do a very good selling job 
and help keep customers inter- 
ested in the water softener until a 
salesman is available. A small vial 
containing the amount of lime in 
a gallon of city water—about half 
a teaspoonful — always interests 
shoppers. 

Several sales of this equipment 
were made at the home show and 
a large number of prospects se- 
cured. According to Wilbur 
Sweetnam, this has been a most 
productive prospect list. 

Sales of water softener systems 
are made throughout the entire 
city even though the store is lo- 
cated in a neighborhood section 
more than two miles from the 
main business center. 





Bicycle Repairs Build 
Profits and Traffic 


(Continued from page 52) 


service small electrical appliances. 

Mr. Babcock is president of the 
Oconomowoc Chamber of Com- 
merce, an organization which is 
active in promoting the recrea- 
tional advantages of Waukesha 
County in which there are 48 
lakes, located within 40 miles of 
Milwaukee and 100 miles from 
Chicago. In this resort area there 
is a great deal of bicycling around 
the winding roads in many of the 
beautiful lake districts. With war 
time demands putting more and 
more cars off the road, bicycling 
here and throughout the nation 
will increase, Mr. Babcock feels. 
Therefore a bicycle repair depart- 
ment in a hardware store should 
get a constantly greater volume 
of business. 


HARDWARE AGE 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


THE MANUFACTURE OF an 
additional long list of civilian articles 
has been prohibited by the War Pro- 
duction Board, after Aug. 12, by an 
amendment to the iron and steel con- 
servation order, M-126. 

Garden tools, hospital equipment, 
athletic trophies, pet animal accessories, 
beach umbrellas, and vanity cases are 
typical of the many items newly barred. 
Manufacture of many of these had been 
stopped by order M-21, whicn limits 
deliveries of iron and steel to prefer- 
ence ratings of A-10 or higher. 

A manufacturer of items on _ the 
newly prohibited list is given 30 days 
to process iron or steel for these pur- 
poses, with a limit of 75 per cent of 
the average monthly weight of all 
metals processed by him in 1941. As- 
sembly of these articles is permitted 
thereafter, only for an additional 30 
days. 

us. 2 

EXPRESS PROHIBITION against 
using several layers of price lists, one 
piled on top of another, to post ceiling 
prices was written into the General 
Maximum Price Regulation. From the 
outset the regulation has required that 
ceiling prices on a cost-of-living com- 
modity sold at retail be marked “in 
a manner plainly visible to, and under- 
standable by the purchasing public.” 

x* tk 

AMENDMENT NO. 18 to the 
General Maximum Price Regulation 
provides that the “maximum price of 
each commodity offered for sale shall 
be plainly visible to the purchaser at 
the place in the business establishment 
where the commodity is offered for sale, 
and shall not be obscured by the posted 
prices of other commodities, whether by 
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use of price books or catalogs, or layers 
of price lists or otherwise, or in any 
other manner.” 

x * * 

ALL NEW BICYCLES for adults 
are subject to the rationing regulations 
even though they may have been dis- 
as‘embled or altered or the parts 
changed, the OPA warned on July 29. 

Reports that some sellers were cut- 
ting the seat post masts from the 
frames of bicycles to make the measure- 
ments fall within the definition of chil- 
dren’s bicycles, which are not rationed 
and may be sold without restriction, 
led to an amendment to the regulations 
to prevent circumvention. The defini- 
tion of, “new adult bicycle” is revised 
to make plain that it includes bicycles 
altered in this way or otherwise changed. 

“= & 

ANOTHER PROVISION in 
Amendment No. 1 to the regulations 
clears up the status of bicycles pur- 
chased by an employer for the use of 
liis employees. The original regulations 
provided that no one who had disposed 
of a serviceable bicycle after April 2, 
could qualify for a new one unless he 
could show he had no use for the bi- 
cycle at the time he disposed of it. 
The amendment provides that this shall 
not bar from further purchases an em- 
ployer who sells to an employee holding 
a rationing certificate. 

a 

USE OF COPPER and copper base 
alloy is forbidden in building construc- 
tion by Conservation Order M-9-c-4, 
issued July 22 by WPB Director Gen- 
eral for Operations. The order does not, 
however, affect wiring. 

To conserve copper urgently needed 
in war production, the order forbids 





In Vaughan's Fa- 

mous Hammer Line 

is this Super-Vana- 
dium Nail Hammer 

with better bal- 
ance, less shock, 
finest quality. 





Vaughan's Punch and 
Chisel Assortment 
from extra refined 
beveled square al- 
loy steel tempered 
and tested. 
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U 
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Vaughen's Star 
Drills and Wreck- 
ing Bars are in- 
dividually tem- 
pered and tested 
for hardest work 
and longer life. 


MAKERS OF FINE TOOLS 
SINCE 1869 


Once your customers have used 
Vaughan Tools they will recog- 
nize this Better Quality and 
Workmanship. Write for com- 
plete catalogue. 


VAUG 


eS 
Vaughan’s perfect- 
ly balanced hatch- 
ets cushion the 
shock. Keen edge 
with crescent bevel 
of special steel. 














Vaughan's popular 
Sub-Zero Axes made 
of tough but thin 
all-tool steel, elec- 
trically fused and 
double heat treat- 


Vaughan's Cold 
Chisels made of 
alloy steel are 
the finest qual- 
ity—yet cost no 
more. 





HAN & 


BUSHNELL 


MANUFACTURING CO. 


135 So. LaSalle St. 


Chicago, Illinois .. 
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The Largest Selling 
10? Glue 


Yes Sir! The Iron Glue carton on your 
counter is your best bet for extra glue 
sales. ’Most everybody knows Iron Glue— 
an old stand-by for nearly half a century— 
and advertised to millions year after year 
in leading national magazines. Iron Glue is 
a ready-to-use fish glue of amazing strength 
and durability. ‘‘Mends ’most anything.” 
Packed 1 dozen to display carton, lists at 
80¢. Ask your jobber, or write giving job- 
ber’s name, for full information. 


IRON GLUE 


THE McCORMICK SALES CO. 


420 Light St., Baltimore, Md. 







AN ELEPHANT FOR STRENGTH 





1. Better combustion saves fuel, vital 
in these days. 

2. Lights quickly, improving stove- 
performance. 

3. Soft carbon wipes away. 

4. Goes out quickly, reducing odor. 

5. Patented process increases life 
and, therefore, economy. 


6. Steady seller because it makes 
good. The pick o' the wicks. 








RAYBESTOS-MANHATTAN, INC. 


“ . y NORTH 
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delivery, acceptance of delivery, or use, 
installation or connection, of any cop- 
per or copper base alloy pipe, tubing 
or building material containing 5 per 
cent or more copper except by specific 
authorization of WPB. 

The following items are included in 
the order: grilles; cutters, leaders, 
downspouts, expansion joints and acces- 
sories thereto; mouldings; nails; or- 
namental metal work; railings; reglets; 
roof, roofing, flashing valleys, and other 
roofing items; sheet, roll, and strip for 
building construction; stair and thresh- 
old treads; terrazzo strips; termite 
shields and weatherstripping and _ in- 
sulation. 

Exceptions to the order are uses of 
25 Ib. or less to repair a_ building 
where the metal so used is to replace 
copper building material previously in- 
stalled, and use by the armed services 
within the terms of the regulation en- 
titled “Prohibited Items for Construc- 


tion Work,” dated April 1, issued by 
the Army and Navy Munitions Board. 
xk 

TO RELEASE such forbidden 
products for use in essential war pro- 
duction, the order provides that sale 
and delivery of forbidden building ma- 
terials may be made to scrap dealers, 
brass mills, Defense Supplies Corp., or 
Copper Recover¥ Corp. 

xk * 

EXISTING RESTRICTIONS on 
the use of iron, steel and zinc in the 
production of kitchen and household 
articles were extended on July 31 to 
Aug. 15 by amendment No. 5 to Order 
L-30. Iron and Steel may be used at 
90 per cent of their rate of use in the 
base period in the manufacture of cook- 
ing utensils, at 70 per cent in the man 
ufacture of kitchen ware and essential 
household articles. Zinc may be used 
at 50 per cent of its rate of use in the 
base period. 


Stimulates Sales by Showing 
Farm Hardware on Table 


NALES of farm hardware are 
stimulated at the Litchfield 
Hardware Co., Litchfield, Minn. 
(population 2,780), by arranging a 
complete display of this mer- 
chandise on one of the tables. The 
table is located towards the rear of 
the store and is maintained all dur- 
ing the year. Changes are made in 
the seasonal merchandise displayed, 
however. 

During the fall and winter months 
axes and axe handles are given an 
important place on the display. 
Splitting wedges are also featured 
since these are important and much 


used items in the section. The cen- 
ter of the display shows harness 
accessories, and related items. Sur- 
plus stocks are carried on the 
shelving below where they are eas- 
ily available. 

Price tickets are used on each bin 
and show cards with short selling 
messages are used on the feature 
items. 

A unique fixture at the rear of 
the table shows handled axes so 
customers can see the important fea- 
tures of each. They are also easily 
accessible and displayed in a safe 


manner. 





Handled axes are shown on a special fixture at the back of the 
table where their design features are apparent to the customers. 
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A TRULY 
“STANDOUT” 
SCREWDRIVER 











tis A It Is 
UNION Built 
"Champion" ToDo A 


Screw Driver Man-Sized Job 





| * x 





UNION has been making “Champion” screw 
drivers for 40 years. They are screw drivers and 
are built to be driven hard. The UNION name on 
this cherished line of screw drivers means the best 
in materials and workmanship. It means that every 
blade is tested to split a screw head. It means 
that the blade cannot twist loose in the handle. 
And it means money in your pocket—for keeps. 
Repeat orders are not for replacements with 
UNION—they are for more of the same. 


UNION makes a wide variety of screw 
drivers, chisels, hack saw frames and 
gun cleaning implements that do credit 
fo any hardware stock. 
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GRIFTIN 
HINGES 
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(SRIFFIN 


anufacturing Company 


ERIE, PENNSYLVANIA 








AGENTS 
NEW YORK: 45 Warren St. CHICAGO: 162 N. Clinton St. 
SAN FRANCISCO: 703 Market St. 























STARRETT. 
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Duecen HEAD HAM 
ThiwAge Fon Ale 









TURNTABLE O£TAIL 








F/GURE f 
ANIMATED BALL 


W/INOOW O/S8 PLAY 





Starrett Tools and Hacksaws in the hands of 








skilled American craftsmen are helping to create 
the decisive margin of superiority that will spell 
VICTORY. 


THE L. S. STARRETT CO. 


W orld’s Greatest Toolmakers 





Diagram illustrating operation of animated ball display. 


Tricks for Window Displays 
That Get Attention 


* * 


The Animated Ball Display 


Dial Indicators 
Ground Flat Stock . . Hacksaws 
Steel Tapes 


Precision Tools 


Metal Cutting Bandsaws 














Out of a Peace Time Line, the 


“SINEWS” OF WAR! 


VERY important part of “Brooks” war 

production is the unique experience 
gained during long years of making intricate 
wire forms for every conceivable industry. 
Now, backed by the latest, most efficient 
wire forming equipment, “‘Brooks" experi- 
ence is producing “‘sinews” of war for Uncle 
Sam. This will continue for the duration; 
but, in the meantime, we wish our friends 
to feel free to consult with us on all problems 
relating to the demand for hooks by 
“Brooks,” defense or civilian. We will help 
wherever we can. 


M. S. Brooks & Sons, Chester, Conn. 


Since 1848 


‘BROOKS i HOGKS* 


| 


, Row animated ball window dis- 
play requires neither elaborate 
equipment nor more than average 
skill to assemble. It will step up 
your window pulling power many 
times simply by getting people to 
stop and look more closely. Once 
they are stopped your selling mes- 
sages and prices ‘get their real 
chance to work. 

In this trick, a thin mirror is used 
as the top of a shallow plywood box, 
1 in. in depth and 12 or 15 in. long. 
A turntable with a horseshoe magnet 
on the top is located inside of this. 
The turntable should be set up so 
that it will revolve as close under 
the mirror as possible. 

The turntable is made of wood 
circular in shape and it revolves on 


* 


an axle made of a duplex (double) 
head nail trimmed off and sharp- 
ened on both ends. 

Motive power is supplied by an 
erector set motor. The drive belt is 
a heavy cord. The box should be 
painted or covered to harmonize 
with the othér decorations of the 
display. It is a good plan to place 
this “mystery ball attracter” in the 
center of the window and be sure 
to see that it is exactly level. 

A half-inch steel ball is used on 
the glass. It will follow the unseen 
magnet over the mirror in endless 
circles. Put a question mark in the 
middle of the circle circumscribed 
by the ball in its travels. A selling 
message can also be placed along 
the sides of the mirror. 


* 


Paint Stirring Statuette 


HIS animated paint stirring 
statuette draws a comparison 
between the tiresome paint stirring 
job and the paint mixing service of- 
fered free to customers. The 10 in. 
high painter will stir paint and stop 


trafic constantly from morning till 
night. 

A suggested selling placard along 
the following lines might be used in 
connection with the unit: 

“Mixing or stirring paint is a tire- 
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The FORSTNER 
AUGER BIT 


A remarkably versatile boring 















tool that will sell for you at 
a substantial PROFIT— 


The sample of work shown below, 
done entirely with Forstner Auger Bits, illus - 
trates the many types of cuts that can be 
made with this handy, all-purpose boring 
tool. Note that this bit bores at angles, cuts 
any arc of a circle and leaves a perfectly 
smooth - walled, flat- bottomed hole. The 
entire cutting surface is at work all the time 
and there is no center spur (circular rim 
guides the bic). Works well, does 
not clog in hard, knotty or irregu - 
lar grained woods. 

Available with hand brace or 
machine shanks in the following 
sizes: For hand use, 4“ to 114” 
by sixteenths. For machine use, 
“to 1%" by sixteenths; 154” 
to 3” by eighths. 





|= Air EXPRESS trans- 


ports whatever our 
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needs by the fastest 


=--—-----— method of transpor- 





oS, tation in the world— 
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at 3 miles a minute. 


PORTER. tec. 








EVERETT, MASS. = 
‘Y —_ ~ Essential war materials 
| eS — ore given transporta- 
ee tion priority. For details ‘ =e 
aa a phone Railway Express : 
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SEND FOR CATA- 
LOG giving valuable 
information about time 
and labor saving in us- 
ing two-hand portable 
metal cutters. 


NOTE: We are using 
every available machine 
and every available 
man, 24 hours a day, to 
“= meet Government re- 
quirements, and especial. 
ly to meet our jobbers 
needs with the earliest 
possible shipments. 


any. airline. 


thats 








Division of RAILWAY EXPRESS 
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DETACHABLE BLADE 
KNIVES... for HOBBYISTS 


& EVERY ART & 
CRAFT! 












No other item you've ever handled 
returns you so much sound, steady 
profit, or your customer such com- 
plete satisfaction .. . and that’s why 
constant repeats make your profits 
swell. Here's healthy prosperity just 
waiting to be asked .. . GRAB IT! 


X-acto Crescent Products Co., Inc. 
440 Fourth Ave. New York City 





dged Adver- 
tising Help 
A national 
mush’ in 
lications 
reaching the 
very people 
who buy from 





these 


° se to- 
gether make X-acto Knives with 8 interchangeable blade 
types PROFITABLE. Get all the facts t ay. 












“CHIEF” 


DOUBLE - ACTING 
FLOOR HINGE 


Rugged construction means long life. Load 
carried by steel ball bearings that run in 
hardened ball cup and cone—assuring smooth 
action. Adjustable spring tension and align- 
ment. Holds open at 90 degrees. Sizes for 
doors |'/g" to 3" thick. Meets Federal Speci- 
fication FF-H-116A, Type 2334. 
Your Jobber can supply this SHELBY Hinge 
on proper priority orders. 

SECTIONAL VIEW 


THE [yolby_ 
C SPRING HINGE CO 
SHELBY, OHIO 
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ANI MATEO PAINT STIRAIM® 
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Detailed operation of paint stirring statuette. 


some job. Use our mechanical 

agitator to insure a thorough, even 

mixture. It’s a free service. Ask 
for it inside.” 


Use a toy motor to actuate the 


cardboard or plywood comic figure, 
brightly painted, who perpetually 
stirs paint in a pint can. Construc- 
tion details for building this atten- 
tion getting display are given in the 
drawing. 








Many local people are studying Red Cross first aid and. therefore, this 

timely window had a large Red Cross against a white background. Used 

by Heyman Hardware Co., Danbury, Conn., Willy Schulz, display man- 

ager, the theme of this window was “First Aid for Ailing Homes.” Tools, 

crack filler, roofing, paint, etc., for repairing and maintaining homes were 

displayed. This display attracted the attention of Danbury residents. 
They stopped, looked and purchased. 
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as the most durable material for hanging windows. 
tions. Samson Spot Cord is marked with a succession 


_ Ee : ~ ay Se ee 
AS re ays ASH CORDS 

SAMSON SPOT—Known to dealers, architects, 

R N 7.N 7 1D) builders, and home owners, for nearly half a century, 

TRADE MAGN aE GISTEAEL Made for longest possible wear in running over pul- 

~ leys or in any use requiring smooth, strong, solid 

NX , braided cotton cord. Guaranteed free from imperfec- 

of colored spots (any color), which with the words 

“Spot Cord” are both trademarks (Reg. U. S. Pat. Off.) 

PHOENIX—Next best value to Samson Spot Cord, 

and known to the trade for nearly as long. An excel- 

lent cord for use where the best is not needed. 


Uniform, strong and durable. Good for clothes line 
and general use as well as for hanging windows. 


AETNA—The best cord at a low price. All yarn 
throughout, with no loading to increase weight and 
decrease durability. Smooth, firm and tough. 


To obtain perfectly and permanently balanced windows 
use good sash cord and suitable weights and pulleys. 


















, SAMSON 
CORDAGE WORKS 
BOSTON, MASS. 
= 
Or AGE INSURANCE is built into BERNARD 
= PLIERS and PLIER ACTION TOOLS. 
lly 
a THE WM. SCHOLLHORN CO. 


SASH CORD 
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MECHANICS’ TOOLS 

PEAKE RDER STEEL Fe | VES, IT'SA 

SQUARES | SS GENUINE 
ALL 

STYLES 
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SOUTHINGTON Stand- 
ard Steel Squares, Take 
Down Square for Me- 
chanics, and Aetna Steel 


Lae Se oat Set Se Oe oe oe Oe Oe el oe Oe oe Oe Oe 8 


Squares for the casual or 
amateur user are all guar- 
anteed accurate with ser-. 
vice built into them. Also | 
Bevels and Try Squares. | 
Send for Catalog and 


Prices. SANETTES are a Year ’Round 


THE SOUTHINGTON | FOU mA. OF T L NE fo r YOU Sanette 


HDWE. MFG. COMPANY 
SOUTHINGTON, CONN. 1967 
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MASTER METAL PRODUCTS, INC. 


321 Chicago St., Buffalo, N. Y. 
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Every Shelby Americycle you 
place with a war worker 
will do its part in helping to 
solve the civilian transpor- 
tation problem and step-up 
Vietory production. 


SHELBY 


' Shelby = 
AMERICYVCLE 


<<a 











TRANSPORTATION 


THE SHELBY CYCLE COMPANY, SHELBY, OHIO 


Sell 


THE HIGH SPEED 
MARKET 
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98% More Profit 


. .. because mechan- 
ics pay real money 
for this longer lasting 
TECHNITE blade, 
that cuts tough, alloy 
steel faster. 


FREE Display 


nal anne fast turn- 
over... big repeat. 
Order Capewell’s 
TECHNIT 
from jobber. 


today 
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CAPEWELL 
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HACK SAW BLADES 


The Capewell Mig. Co. 
Hartferd, Conn., U.S.A, 








Unusual Display Idea Saves Space and Time 





Two of the three exterior displays are seen in this illustration 
of the corner window. Displays may be changed quickly and easily. 


HEN the Martin Van Dussen 

Company opened its new store 
in Rochester, N. Y., several months 
ago it decided to make ure of its 
deep windows. The corner window, 
which was three-sided, was given a 
particular treatment which served 
to enhance its display value and 
which made it possible to effect 
changes quickly. 

\ stepped-up unit was installed 
which made it possible to feature 
three separate and distinct types of 
merchandise with each facing a dif- 
ferent side of the window and in a 














position where each may be viewed 
individually. The window was only 
half enclosed so that passersby 
might look inside the store. This 
unit also provides a fourth display 
space inside the store. This inside 
space is in a jog created in the win- 
dow background and the floor of the 
window is open for easy access. This 
type of display not only provides for 
greater variety but permits quick 
changes of displays on each of the 
three exterior sides as well as in the 


interior section, 
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The inside display space is in a jog created in the window back- 
ground. Note how the window base partially conceals the radiator. 


Contract by Letter 


WO business houses engaged in 

correspondence concerning a 
proposed contract. One, after nego- 
tiations, wrote the following letter 
to the other: 


“Your letter certainly sounds like 
confirmation in principle of the im- 
pression that you and we had sev- 
eral days ago that it would be pos- 
sible for us to work out some 
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BIND EVERY 
PACKAGE IN 


Carries the patriotic spirit, and 

cooperates with our Govern- 
ment as Washington publicity 
forces recommend. 


CHOICE OF SLOGANS 


In red, white and blue, with 
choice of two stock patterns 
and slogans, OR with special 
customer imprint on the center 
band. 
1. Have a part in Victory— 
Buy War Bonds and Stamps. 


2. Buy a Share in Freedom— 
Take your change in Stamps. 


3. It’s Your Country — Protect 
ltj—Buy Bonds and Stamps. 


VICTORY PRINTED 
GUMMED TAPE 


Costs no more than 
ordinary unprinted tape! 


Colorful, decorative, inexpen- 
sive. There’s a dealer near 
you, or write The Tanglefoot 
Company, 791 Hemlock St., 
Grand Rapids, Mich. 


a) 


A PRODUCT OF ZF 


TANGLEFOOT S 


. 
TRADE MARK REG. U.S. PAT, OFF. 
* “6 
‘ 
* 
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Also makers of Tanglefoot Difusor 
and Difuso for killing insect pests. 





GE WRIGHT wie co 


WORCESTER * MASS. 





AUGUST 20, 1942 

























J The QUALITY of 


Glue is determined by 
TEST . . Not by PRICE 


Give ROGERS GLUE a triai—iT'S THE BEST BY TEST. 
Safeguard your customers on price without sacrific- 
ing your percentage .. . it will pay you good divi- 
dends. ROGERS protects you by refusing to sell 
chain stores and mail order houses .. . AND WE 
HAVE NOT ADVANCED OUR PRICES! 

Because of war conditions a greater percentage of 
people are remaining at home and developing hob- 
bies. Some of these new hobbyists may be numbered 
among your customers and friends so we offer you 
free project books as well as free project sheets 
that you in turn cen hand out to your customers at 
this time. Just advise us as to the quantity of free 
booklets or project sheets that you would like to 
have and we shall be glad to forward you a supply. 


PHONE YOUR JOBBER FOR SPECIAL DEAL 
USE ROGERS LIQUID FISH GLUE 


“The Glue with the Grip of a Gorilla” 


ROGERS 


the bedt LIQUID FISH GLUE ign Sy 
2. 


GLOUCESTER. '§ 
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4—~_ PAINT & VARNISH 
(S REMOVER 


. aa Ae 
Sheffield , THAT MEETS 


} U.S. GOVERNMENT 


pocifeeerre p o54 


.. and you’re selling ‘em satis- 
faction plus! That’s what you’re doing when 
you sell ’em Sheffield Paint & Varnish Remover 
—the product that gives ’em top quality at bot- 
tom price. Works faster and more thoroughly 
because it contains sufficient wax to hold the 
Remover on the surface, thus providing better 
penetratiog and quicker breaking-up of the old 
film of paint, enamel or varnish. Prompt deliv- 
eries in sizes from 1% pts. to gallons. Don’t de- 
lay ordering. 


THE SHEFFIELD BRONZE POWDER & STENCIL CO. 
CLEVELAND, OHIO 





Write for Catalog of 40 
> 4 Sheffield Fast Sellers 
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Look for the & Arm-and-Hammer 


Improved 


PIPE 
CUTTERS 


The Drop-Forged and 
“Combination” Pipe Cut- 
ters can be used as a 1 or 
3 wheel cutter. All are im- 
proved cutters, accurately 
made with hardened steel 
pins and rollers. Thrust 
rods of “Saunders’’ type 
cutter are hardened at the 
point and bear on embed- 
ded, hardened steel block. 
On “Barnes Type’’ the 
thrust is taken up by 
drop-forged steel sections. 
Parts are interchangeable 
with other standard makes. 
All are Cadmium Plated. 


“ARMSTRONG BROS.” 
Knife Blade Cutter Wheels 
cut much faster and eas- 
ier, hold their keen cut- 
ting edge for they are 
made of Vanadium Tool 
Steel, heat treated, hard- 
ened, and Cadmium Plated. 

























Write today for Cat- 
aleg C-39, showing 
the most complete line 
2 Pipe Tools made. 





ARMSTRONG BROS.TOOL COMPANY 
"*The Tool Holder People"’ od 

314 N. Franeiseo Ave., CHICAGO, U.S.A. 

Eastern Warehouse & Sales 

199 Lafayette St., New York 


Aladdin 


SANI-SEALD 


Vacuum 


BOTTLES 








MONG tke thousands and thou- 

sands of war's industrial work- 
ers, Aladdin Vacuum Bottles are 
performing yeoman service in keep- 
ing their beverages hot, savory, and 
sanitary night and day. Through 
their high efficiency and durability, 
Aladdin has firmly established itself 
as the “preferred” vacuum bottle. 


DEALERS 


Please Take Notice 


Naturally Aladdin production has been con- 
siderably reduced through shortages of mate- 
rials required to maintain Aladdin's excep- 
tionally high quality, and which must be 
preserved. In this situation, we are exerting 
every effort to supply all of our dealers with 
a sufficient quantity for their immediate needs, 
although it must be realized that of necessity 
shipments be somewhat delayed. 


Aladdin Industries, Inc. 
223 West Jackson Boulevard 
CHICAGO, ILLINOIS 
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satisfactory method of doing busi- mailed, such being the place where 


ness.” The letter then proceeded to the last act necessary to the forma- 
restate the terms and conditions of tion of the contract is performed.” 
the proposed contract. Thus, if a business man mails a 

Later the concern which wrote letter accepting a business offer, the 
this letter tried to cancel the deal. contract is closed and completed the 
At the subsequent lawsuit the court moment he puts his letter of ac- 
ruled that the letter was a letter of ceptance in the mails, and the place 
acceptance and said: where he mails the letter of accep- 

“A contract is made at the place tance is the place where the contract 
where the letter of acceptance is is made. 





Names and Faces Attract Attention 
to This Advertisement 


NYDER & Meacham Hardware, terest of readers in the advertise- 
Battle Creek, Mich., carries the ments. Most people who read the 


names and portraits of its owners in newspapers are interested in names 
each advertisement in addition to and faces and when these are incor- 
the usual firm signature. This un- porated in an advertisement, it im- 
usual stunt has proved to be an ex- mediately takes on more news value. 
cellent means of getting customers The company noticed greater re- 
acquainted with the owners of the sults from its advertising as soon as 
store and has also increased the in- this policy was started. 





PAINT PROTECTS AMERICA! 


These Super Paint Values Protect Your Budget! 


O’Brien’s Prepared WA Fhe HABLE O’Brien’s Liquid Vel- 
Paint—t in qualit vet—the super flat 
HOUSE PAINT } aiaom tn no ay aera } WALL PAINT wall finish that can be 


years use, thousands washed as many as ten 
of successful jobs times between paint- 
stand behind this de- ings. Different from 
pendable, durable others —the Painter's 
paint. 14 colors, white, Choice. Keyed Colors, 


in Five Gallon - Sy ol $ ) da 


made with O’Brién- O’Brien’s Quick Dry- 
ing Enamel—a stand- 
out for quality. Use it 





















FLOOR FLOOR ENAMEL) FLOOR ENAMEL Esme Pre-Shrunk 








ands \vear and 
pa ore indoors or anywhere. Covers in 
( outdoors, on wood, one coat. Medium 
cement or linoleum — lustre. Stands wear and 






washing. 18 bright, 
cheery colors. 


At dries quickly to a 
high $9 16 colors, 


SS 26 
Gal. $1. Q:. 


| FREE! Full-Color Booklet ... 43 Complete Keyed Color Ideas For Your Home! | 
























A Complete line of Garden and Lawn Seeds and Tools. 






Flo r Sander and Lawn Roller FOR RENT 






Open Evenings Until 9 O'clock 


nyder Meacha 
S HARDWARE M 


660 CAPITAL, S W. In Lakevi:w 


Big Close Out Sale of 


All Rose Bushes and Shrubs 3 for $1.19 ast wakenaes 
SSS SOS SS aS Ss SS 


Portraits put an unusual touch in this advertisement. 
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POPULAR-PRICED ASK YOUR SUPPLIER ABOUT Santord Des 


BATHROOM AND KITCHEN FIXTURES 
IN AUTOYRE HY-GRADE QUALITY 


WRITE FOR LITERATURE THE AUTOYRE COMPANY, 


STANLEY HARDWARE Stioine voor 


\ 


Smooth Rolling Action at a finger touch * Track Straight 
as a Die * Clamps join Track Sections into strong, con- 
tinuous unit * Easily Adjusted with turn of a nut * 3 Sizes 
Fit All Doors weighing up to 1000 pounds. 

Stanley Catalog No. 61 describes 


arg ej Ee MAVEN 44 laa! 


TAPS - ONS - GAGES - TWIT ORELS - REAMERS - SCREW PLATES - PE TOOLS 




















THE WORLD’S LEADING SCREW PLATE 
Over 1,000,000 in use 




















HARDWARE FOR CAREFREE DOORS 
NO TRAFFIC JAMS UH An Outstanding Item. Double deck garage, 6 cars, sturdily built, beautiful design 
and finish by craftsmen of national repute. 


Made of plywood, masonite, clear pine. Colors: Red, white, blue, warm gray. 171%” 
wide, 19” deep, 4” high. Shipping weight, one to carton, 5 lbs. Suggested retail: $4.25. 


Write or call our representatives or factory for catalog and price list. 

CHICAGO .... The Toy Market, 1417 Merchandise Mart | DALLAS... .. Herbert Sierk Co., inc., 2705 Canton St. 
NEW YORK CITY. . Riemann, Seabrey Co., Inc., 1107 Broadway | SAN FRANCISCO... Standard Toy Agencies, 718 Mission St. 
PLAYPAL TOYS, INC. . 1800 EAST 30th STREET . CLEVELAND, OHIO 


FALHAN OA 


for Safety . Economy - Good Service 
THE CLEVELAND CHAIN & MFG. CO. — 


Hardware Jobbers STAMPS for 
of America... Hard Surfaces 


We are co-operating with ivow ready for use on tough 
you to the cxtent of our abil- marking jobs everywhere 
ity, and we are proud that our Fg in busy American industry, 
combined endeavors are serv- these new hand-made Mil- 
ing the fighting forces and the lers Falls tool-steel stamps 
home front. have special tempered faces 

If you have not received to stand up where ordinary 























CHAMPION 






HAROWARE 





your copy of CHAMPION SELLING, which stamps would fail, and 
illustrates the hardware that we manufacture as 
specified on the Defense Housing Critical List, 
write for it today. 


tez.pered heads to prevent 
mushrcoming or fracturing. Character sizes from 1/20” 
to 14”. letters and figures. Sharp, clear, legible impres- 
sions. Packed in well-made wooden box. Write for details. 


Giaep MILLERS FALLS COMPANY 
GREENFIELD . . MASSACHUSETTS 




















Hand Saws Ir 
Mitre Box and Back Saws Circular and Home Sho; 
Compass a 1 Keyh ole Saws, etc Hack Saw BI ades and Frames 





E. C. ATKINS AND COMPANY + 410 S. ILLINOIS STREET + INDIANAPOLIS, INDIANA 
RES A MMB LL TL TT I ETL LE TL ET TE ST ET TEL TTT: 
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The 


best ... 
BETTER BRAND 


MOUSE AND RAT TRAPS 





McGill Metal Products Co. 











Announcement 
by 


IDEAL 


To cooperate with our gov- 
ernment to conserve on steel, 
the Ideal Cabinet Corporation 
has discontinued making steel 
cabinets for the duration of 
the war. 


At the present time Ideal is 
working on plans for a wood 
cabinet to take the place of 
their two most popular sizes, 
the Models “E” and “RC.” 
These models will meet the 
specifications of the defense 
homes and they will be avail- 
able with window glass or 
plate glass mirrors. 

° 


IDEAL CABINET CORP. 


8841 CENTRAL AVE., DETROIT, MICHIGAN 
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“Hiram the Yank” Blauvelt 
Is Back in Africa 


¢¢ [_J IRAM THE YANK” BLAU- 

VELT is back in Africa, 
this time on the staff of the U. S. 
Consulate at Cape Town, Union of 
South Africa. Better known to the 
hardware trade as Hiram B. Demar- 
est Blauvelt, president of the Com- 
fort Coal-Lumber Co., Hackensack, 
N. J., operating hardware stores and 
lumber yards in New Jersey and 
New York, he went to Africa in the 
fall of 1940 as liason officer for the 
British-American Ambulance Corps. 
Hence the nickname, “Hiram the 
Yank.” 

Mr. Blauvelt originally went to 
Africa to arrange for ambulances 
sent to the African fronts by the 
corps which were to have been 
driven by young American volun- 
teers. Unfortunately the first unit 
of 20 ambulances, staff car and roll- 
ing kitchen, together with 24 Ameri- 
can drivers was torpedoed and sunk 
on the ill-fated Zam-Zam. Mr. Blau- 
velt then went to the front as a 
newspaper correspondent and also 
as war correspondent for the Bureau 
of Information for the Union of 
South Africa government. 

Addressing the Hardware Boost- 
ers of New York last fall he stated, 
“Details are the things that hold 
things together. In Africa I saw 
cars laid up for lack of items you 
could get in any hardware store in 
this country. We are so close to 


hardware in this country that we 
don’t realize how important it is.” 
Of life in Somaliland, he said, “Beg- 
gars beg not for food but for water. 
Water is usually blood warm and 
about the color of mud. Youngsters 
in this country gripe about security. 
Just be thankful for water, coffee 
and good food. We don’t realize how 
good we have it here.” 

During his previous trip to Africa, 
“Hi” Blauvelt witnessed the trium- 
phal entry of Haile Selassie into 
Addis Abbaba, the Italian air raids 
on British-held sectors and_ the 
fighting in which the Italians, 
though fighting hard, were pushed 
back as much as 25 miles a day. He 
traveled 30,000 miles while in Africa. 

Returning to this country he 
brought with him grass seeds from 
Field Marshal Jan Christian Smuts, 
which, if they can be grown in 
America, might solve the problem of 
soil erosion. In addition to pictures 
of life in Africa, he brought the 
Nazi swastika flag which had flown 
over the German legation in Addis 
Abbaba at the time of its capture by 
British and African troops. He also 
brought the first American flag to 
be flown in the city following the 
Italian retreat. This flag had been 
made by the wife of an American 
missionary from cloth, ribbons and 
paint and had been presented by its 
maker to Mr. Blauvelt. 





A, conierence of Airican officials and military leaders concerning the gifts 

of the British-American Ambulance Corps. Leit to right: Field Marshall Jan 

Christian Smuts, Prime Minister for Defense of the Union of South Africa: 

Brigadier General Sir Edward Thornton, Director General of Medical Services; 

Hiram B. D. Blauvelt, and Lieutenant General Sir Pierre van Ryneveld, 
Chief of General Staff, Unien of South Africa. 
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Help us 
! help Uncle Sam 


WITT CANS—already the 








obtainable—can be made 


CARE OF CANS 


Helpful Hints for Your 


Customers z 
simple rules. 


Paint cans inside with 
asphaltum paint. 


Help us keep Uncle Sam 
supplied with plenty of 
WITT CANS. Take better 


care of your own. 


The WITT Cornice Co. 
= WINCHELL AVE. 
CINCINNATI, 
OHIO 


Never sprinkle or wet 
ashes before putting 
them in cans. Ashes 
contain sulphur and 
when wet, a mild sul- 
phuric acid is formed. 






Drain and wrap garb- 
age in paper before de- 
positing it in cans. 
Paper absorbs liquid, 
reducing corrosion. 





After cans are emptied, 
wash them with hot 
water, adding a little 


soda. 











CARRIES ON 


All lines of Edlund Modern 
Kitchen Tools are still being 
manufactured and delivered 
to the trade. Although some 
limitation on all items has 
been necessary, QUALITY 
will not waver, and QUAN- 
TITY will be limited only by 
our obligation to the national 


longest lasting containers 


to give even longer service | 
by observance of a few | 








war effort. 














Edlund Company 
Burlington, Vermont 
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FOR DEFENSE 


Spring Hinges of Quality 


We are proud that 
Chicago Spring Hinges 
have been specified for 
many of the country's 
greatest defense plants. 


Orders for defense 
needs must be filled in 
the order of their im- 
portance. Help us to 


serve you by showing all necessary priority 
and end use information on your orders. 


FOR VICTORY 


Buy U. S. War Bonds and Stamps 


Chicago Spring Hinge Company. 
CHICAGO 


NEW YORK 
U.S.A. 
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Users like Kwik- 
Lite Oil Burner Wick 


because it lights instantly a 
The long fibre : 


and lasts longer. 


asbestos brings the fuel right up for instant 


ignition. . . . 


is eng TERT ANY, Inc. 
Ask ., TOS COMP 
Your ' —. Wacker Drive. Chicago. — 
Jobber or | please send Kwik-Lite Samp 
MAIL the (MS . 
Name......------- 58 









| You'll like Kwik-Lite because it sells 
_ easily—Satisfies old customers and brings in new ones. 
| The attractive counter display carton is an effective silent 
_ salesman. Priced to sell. Attractive discounts for dealers. 
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ARMSTRONG BRAY 


| 
STEELGRIDP Immediate deliveries | 





both types! 


WIREGRIPF 
be applied 
machines, 
aligning 


Belt 
with 


Hooks 


that 
any make 

have double (patented) 
ecards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss every | 
hook saleable and usable Made in | 
6 sizes. 


can 
lacing 


STEELGRIP Belt 
with a hammer 
in standard 
or long 
belts 
pins 


Lacing is applied 
Comes in 8 sizes, 
boxes, handy packages 
lengths for wide conveyor 
Have hinged rocker 


2-piece 


Priority Business 
—is waiting on belt lacing at local 
plants, and schools. 


Write for Catalog 
ARMSTRONG-BRAY & CO. 


“The Belt Lacing People” 
5348 Northwest Highway, Chicago, U.S.A. 











*EVERY | 
Mechanic Needs} | 















Ay 
Moree 


To Hold Lead Type | 
Woodscrews | 


In Tile @ Marble © Slate @ | 
Moscic @ Brick and Wood Furring | 





Easily and quickly set in anchor 
hole without a setting tool. A defi- 
nite protection against wali frac- 
tures. Both types expand uniformly 
under screw pressure to assure a 
firm grip. Ask your Jobber TODAY. 


THE PAINE CO. } 
2963 Carroll Ave., Chicago, Ill. 
Offices in Principal Cities 
| 
| 
| 


Fig. 955 
Fiber Type 
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Rack for 
Stove and 
Furnace 
Pipe 


The width of bins 
varies according 
to sizes of pipe 
to be carried and 
each bin is plain- 
ly marked with 
size of pipe and 
gage of the iron. 
A customer could 
wait on himself 
with ease here. 


STOVE and furnace pipe rack 
A in the basement saves time for 
customers and employees at the 
Henry Bock’s Hardware Store, Oak- 
glen, Ill. Oakglen is a town of ap- 
proximately 325 people and is about 
30 miles directly south of Chicago. 

The rack was constructed of scrap 
lumber. Bins were made up for 
each type and size stove and fur- 
nace pipe. Bins are marked at the 
top with the size of the pipe and 
gage of the iron. This stock is the 
reserve supply. Samples of each 
item are displayed on the main floor 
during the selling season and this 





display is filled up from this stock. 
One man in the store is responsible 
for keeping these stove and furnace 
pipe bins filled. 

Mr. Bock 
things organized around his hard- 
ware store. Every employee can do 
more work and make better use of 
his time when everything is in its 
place and when there is a place for 
everything. It is for this 
that the basement storage space is 
used so economically and this ap- 
plies to stock arrangements on the 


believes in having 


reason 


main selling floor also. 


Inflation 


7. VERYBODY., high or low, is or 

_4 should be interested in pre- 
venting inflation. Because runaway 
inflation can be as devastating and 
as productive of human misery as 
the invasion of a foreign foe. 

Senator George, chairman of the 
Senate Finance Committee, reminds 
us in Nation’s Business that we can 
minimize the drastic controls of law 
by calling up our full ingenuity and 
resourcefulness not only for war 
production, but for civilian needs. 
He writes: 

“IT am convinced that the greatest 
single deterrent against inflation is 


production. Production—for civilian 
needs—I believe is more of a pre- 
vention against inflation than any 
price ceilings which may be estab- 
lished or any tax bill we may pass. 
If there is sufficient production of ° 
civilian needs, those who are draw- 
ing war wages will not compete 
against their neighbors in buying. 

“We have gone overboard, so to 
speak, in the conversion of industry 
to war production and the conse- 
quent neglect of production for civil- 
ian needs. This was natural. It is 
an emotional cycle through which 
a nation, under the circumstances, 
passes.” 
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How’s the Hardware Business? 


(Continued from page 63) 


manufacturers’ prices about 25 cents 
per hundred pounds, to the levels ex- 
isting between October 1 and October 
15, 1941. 
cut back to levels prevailing before 
July, 1941, “prior to the inflationary 


Distributors’ markups were 


period in the paper market.” 

The price of standard Kraft wrapping 
paper, a key commodity involved, was 
reduced from $4.75 per hundred pounds 
to $4.50. a a 


Wood wagons and barrows 
O. E. Thompson & Sons have ad- 
vised their customers that because of 
the'r inability to use steel in the mak- 
ing of Rolls Racer Wagons, they are 
having to consider all unshipped bal- 
anccs of these cancelled, pending the 
development of a substitute made en- 
tirely of wood, including the wheels. 
The company offers customers two 
numbers of Rolls Racer Wheelbarrows, 
in bed lengths 16% inches and 24 
inches, respectively, and made of wood. 
The bed of the larger barrow is made 
of *4-inch stock, making it suitable for 
lawn and garden use as well as for a 
play wheelbarrow. 
& - * 

Razors and razor blades—A 
new amendment to order L-72 continues 
the previous limitations in effect for 
the period from August | to S: ptember 
30. Production of safety razors. will 
continue at 70 per cent of each manu- 
facturers’ average rate of production in 
1940, and of blades at 100 per cent of 
1940. 

oe © + 

Light bulb revisions—Gen- 
eral Limitat'‘on Ordcr L-28, restricting 
the use of critical materials in the man- 
ufacture of incandescent and fluorescent 
lamp bulbs and tubes, has _ been 
amended. The changcs clarify two 
points in the original order. 

1. By inserting the words “of metal” 
‘t is made clear that the restrictions 
on the weight of lamp bases permitted 

be produced under the order apply 
only to the weight of metal in such 
bases. 

The words “lamp leads, filament 
supports or terminals” are substituted 
for “lamp parts, excluding bases,” to 
make clear that the restrictions apply 
only to the lamp parts that contain 
critical meterials. 


ce * = 


Specialty glass prices—Spe- 
cific producer maximum prices for 
rolled and wire glass, widely used in 
government construction and essential 
civilian housing, have been established 
by OPA at the levels prevailing in 
October, 1941. 
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Work clothes, overalls—The 
American farmer and laborer hence- 
forth will have to make sacrifies in his 
wardrobe—wearing wartime work 
clothes with fewer pockets, less buckles 
and buttons and no unnecessary mate- 
rial—in accordance with new WPB 
regulations, effective August 15. The 
new model work garments, however, are 
not planned to interfere with a work- 
er’s freedom of action. 

In general, they limit the number of 
pockets and fasteners on work cloth- 
ing; provide that pockets may not have 
more than a single thickness, that pock- 
ets of waistbands may not be made from 
certain types of heavier cloth or that 
more than double stitching may be used. 

Restrictions also are ordercd in the 
manufacture of laced band overalls or 
dungarees, overall jumpers or coats, 
one-piece work suits, work shirts and 


work pants. 
* * 


Cordage and_ burlap—The 
processing, sale and delivery of manila 
cordage are cut almost in half in 
amended order M-36. Under the prcvi- 
ous order, processing, sale and delivery 
were restricted to 70 per cent of the 
rate in 1939. 

Und-r the amended order and until 
Dec. 31, this is cut to 37 per cent 
for processing and 41'% per cent for 
sale and delivery. The rate for sale 
and delivery is slightly higher than the 
processing rate to enable cordage man- 
ufacturers to dispose of some of their 
processed stock. 

An Aug. 5 amendment to order M- 
84, on sisal fiber, narrows the uses for 
which th's fiber may be processed; 
limits. the amount which may be proc- 
essed into cordage; allows, with cer- 
tain exceptions, only waste to be used 
in padding or stuffing. It contains pro- 
visions covering the manufacture of 
paper, tape, plastics, wrappings and 
binder twine and rope, and restricts 
sales by importers of sisal cordage and 
wrapping twine. 

No distributor may order a supply 
which will increase his inventory above 
60 days’ supply. 

Frozen burlap stocks may be sold 

Army, Navy and certa‘n other gov- 
ernment agencies without WPB author- 
ization. They also may be sold on or- 
ders rated A-l-c or better, with WPB 


permission. oe wae 


Sole leather—Sole leather of 
military weight and quality, set aside 
by order M-80 for orders rating A-10 
or higher, may now be used only in 
shoes or repair leather purchased for 
specified military purposes. 

A provision requires tanners to s:t 






















GLASS 
CUTTERS? 









In quality and design, 

Red Devil glass cut- 
ters have kept ahead 
with the times... 
That’s why, for 72 
years, they have re- 
mained a best seller 
everywhere. 
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The new “‘Modern- 
line’’ models top 
them all for dealers’ 
sales. 
LANDON P. SMITH, INC 


IRVINGTON N JU SA 








RED DEviL 









Red Dewil- 


GLASS CUTTERS 
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VAT EG TTY 


Packed in Visible Display 





GLAZIERS’ AND PAINTERS’ 

HAND FOOLS AND wrahesmnananed 
The Warning Lantern 
... with the 


SAFETY 


An ever-watchful sentinel for the 
streets and highways of today. 
Strong. Leakproof. Storm-tested. 
Ruby Fresnal safety lens magni- 
fies the flame to beacon size. 
Pint of oil lasts for 3 days and 
nights. Base is non-tipping. 
Choose Traffic-Gard for better 
protection at lower cost. 








Embury Mfg.Co.,Warsaw,N.Y. 







aside each month a percentage of their 
manufacturers sole leather bends, and 
sets up certain requirements as to 
these bends. The August quota to be 
set aside is 15 per cent. 

* * - 


Rubber and cement—The War 
Production Board has revised its speci- 
fications governing the use of rubber 
in insulated wire and cable and made 
them applicable to all military, as well 
as civilian uses, in order to save an 
additional 150 to 200 tons of crude rub- 
ber a month. Earlier specifications in 
effect were applicable only to insulated 
wire and cable made for civilian uses. 

Manufacturers are now making fric- 
tion tape without the use of any new 
rubber, and both friction and rubber 
tape are now sold on a per foot basis, 
rather than per pound. Individual rolls 
are wrapped in weatherproof paper. 

Use of rubber cement is now per- 
mitted only for certain operations in- 
volved in the manufacture or repair of 
shoes, and in products for which rub- 
ber has been legalized under order 
M-15-b. 

* . 

Paint sales off—Direct and 
indirect paint requirements for war 
purposes have increased to the point at 
which they currently amount to between 


35 and 40 per cent of the entire vol- 


ume of the industry, according to the 
National Paint, Varnish and Lacquer 
Association. 

This increase is expected to continue, 
but at the same time a decline is oc- 
curring in the total volume of paint 
products, because of the conversion of 
civilian industries to war work. Gov- 
ernment (census) figures for May, the 
latest month reported, showed a 15.8 
per cent decrease, from May, 1941, in 
the total sales of paint, varnish, lacquer 
and fillers. 

Recent price moves on turpentine 
have been downward, 6 cents per gallon 
in three 2-cent drops from July 1 to 
Aug. 4. Linseed oil, down during 
July 3 cents per gallon, rose 1144 cents 
on Aug. 4. 


Civilian shellac use halted— 
The War Production Board has placed 
all shellac, except for certain specified 
uses, under complete allocation. 

The action will mean a further de- 
crease in the amount of shellac avail- 
able for civilian use, including phono- 
graph record production. Record makers 
have been able to obtain 30 per cent of 
the amount they formerly used, and 
while the new order does not set a 
specific amount of shellac for record 


makers, it does make them apply to 
WPB for any shipments. 

Necessary uses, such as coating for 
munitions, are permitted without re- 
striction during July and August. 

Seedlac is removed from control. 

* * * 

Insecticides—Rotenone is be- 
coming increasingly scarce, many manu- 
facturers being unable to supply it at 
all. Caught in midseason with this 
shortage, growers have found it neces- 
sary to turn to other insecticides for 
protection against insects. 

OPA, by new price regulation 179, 
has “rolled back” pine oil prices to the 
October, 1941 level, to prevent a squeeze 
on manufacturers of insecticides and 
disinfectants, who are large consumers. 

* * * 

Alcohol anti-freeze — Inven- 
tory restrictions on antifreeze made 
from alcohol have been relaxed, to per- 
mit the trade to follow its usual prac- 
tice of distributing supplies during the 
summer months for use during the next 
winter. 

A new order permits deliveries with- 
out restriction, provided they do not 
exceed the amount of antifreeze ex- 
pected to be actually required for use 
and resale during the season from April 
1, 1942, to March 31, 1943. 























[LITTLE TRAGEDIES THAT SELL MORE FRANKLIN Zeguid Hide GLUE | 


GOSH- JUST ro THAT 



























OM MIVE ts BURNING 















done tear! USE/ 
Works! Fa % 
eRE SAMPLE 


WRITE ON YOUR Y 
BUSINESS LETTERHEAD 





THE FRANKLIN GLUE co 


COLUMBUS.QHIO 


YOU SHOULD gue ABOUT | 


FRANKLIN-“#éeG LE 


IT’S NATIONALLY ADVERTISED 


NO MIXING - NO HEATING 
THE GLUE THE + pagan 








MASONS’ WOOD 
AND ALUMINUM 


SAND'S-STEVENS 
SURFACE AND LINE 


SAND’S LEVEL 


“FACTORY 





World’s Standard for Half a Century 


SAND’S LEVELS 


i ee a ae ee 
& TOOL CO. 


8631 Gratiot Ave. 


CARPENTE8S’ WOOD 
AND ALUMINUM 


TILE SETTERS: WOOD 
AND ALUMINUM 


Detroit, Mich. 


WRITE 














BUILT-IN ACCURACY” 


FOR CATALOG 
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aiHE NEW 228 
res Kuo WINDOW 


CARD DESIGNED FOR 


4 
- 


DIS PLAY 


if 


— —~ YOU HARDWARE FY 


Put One 

i senlay Cards in 
— 7 Watch Kt - Pass- 
ers-by Into Your Store: 





One Ot These R YET--Put In 
leo leuk Counter a aero Window 
Three -Color, YOUR Counter A Complete Pete vmish Diagrem 
Display Cords On Display.--We'll Furnish Divs 
To Make The Sales! And All Necessary ate 


Weaver Pres-Kloth Co. 





SASH CORD 
CLOTHES LINE 
COTTON PLOW LINE 
BRAIDED COTTON ROPE 
BELL CORD—GALVANIZED 
WIRE CENTER 
TILLER ROPE—WIRE CENTER 
BELL CORD—COTTON CENTER 
BELL CORD—BRONZE WIRE 
CENTER 
BRAIDED COTTON ROPE 
TWISTED COTTON ROPE _ L | 
PURITAN CORDAGE MILLS, Inc., 
LOUISVILLE, KY. 
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1963 Center Street «+ Omaha. Nebraska 


EEP EM PUMPING 


WINDMILL WATER SYSTEM 
Water is the Jifeblood, rural plumbing y corn are 
the vital arteries, of Uncle Sam’s Food-for-Victory 
program. Milk is 87 percent water. Eggs and meat 
are over half water. Therefore, the most important 
ingredient in the livestock ration is water. 

Here’s a timely suggestion you can make to the 
farmer: Why not pipe water to drinking cups in the 
barn, to fountains in the poultry and hog houses? 
He needn’t wait for electricity or a gas engine. SKY 
POWER will provide an automatic running water 
system ... complete with pressure tank, air pum 
controls and gauges. Your nearest Baker branch will 
help you figure installations . . . write for free folder. 


DEEP WELL ELECTRIC SYSTEM 
Easiest deep well pump to install 
and service ever designed. Ball 
bearings, precision -quiet machining. 


RUNNING WATER 
SYSTEMS 


DISTRIBUTED BY 
Wee BAKER MFG. CO.: Minneapolis, Minn.; Madison, Wis.; 
© PUMPIJACKS « Fort Dodge, la.; Cedar Rapids, ta.; Fredericksburg, 
la.; Omaha, Neb.; Kansas City, Mo.; Enid, Oklia.; 
HAND PUMPS Hutchinson, Kan.; Brandon, Manitoba, Canada. 
WELL SUPPLIES AXTELL CO.: Fort Worth, Texas; Amarillo, Texas; 
Lubbock, Texas; San Angelo, Texos. 7 


BAKER MFG. CO., EVANSVILLE, WIS. 
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LAWN MOWER 


REPAIR PARTS 
otdmcta 


WRITE TO 


A.M. Collot Supplies 


222 NW 8 “Ave Miami Fla 








STEEL BRICK HODS 


Have been used 
for years 
because of 
their strength 
and lightness. 


Me. 162 110 All steel 
Brick x7” deep 





Prices Will Interest 


The Cleveland Wire Spring Co. 
€. 38th St. and Hamiiten Ave. 
* e CLEVELAND, OHIO « e 








KEY BLANKS 


OF EVERY DESCRIPTION 


} 





Catalogue on Request 


GRAHAM MFG. CO. 


Dept. W. 
Derby, Conn., U. S. A. 








PRIEST'S CLIPPERS 
A Complete 


Line— 


Ask 
Your Jobber 
75 Years’ Reputation in the Trade 


AMERICAN SHEARER MFG. CO. 


NASHUA, N. H. 





Independent Contractor 


FE YHAT a business man has no 

liability for wrongful acts or 
injuries inflicted by one working for 
him as an independent contractor, is 
pointed out in a recent Oklahoma 
case. There, a truckman hauling for 
a business house struck and injured 
a woman, who subsequently sued the 
business house. 

Said the court: “An independent 
contractor is one who is engaged to 
perform a certain service for another 
according to his own manner and 
method free from control and direc- 
tion of his employer in all matters 
connected with the performance of 
the service except as to the result 
or product of the work. In determin- 
ing the question whether a truckman 
is an independent contractor or an 
employee, the right of the employer 
to control the truckman is the most 
decisive. 

“There is no evidence here show- 
ing that the defendant business 


| house attempted to exercise any 


manner of supervision or control 
over the truckman insofar as the 
details of operation of the route 
were concerned or over the goods 
being transported. Hence the truck- 
man was an independent contractor 
and the business house is not liable 
for any wrongful or negligent acts 
committed by him.” 


If the truckman had been an em- 


ployee. the business house would 
have’ been fully responsible for the 
injuries to the woman struck by the 
truck, 


Employer's Check 


ANY business men, as a mat- 

ter of convenience, give 
bookkeepers or other employees 
authority to issue and sign checks 
for payroll, accounts payable and 
other business purposes. Now sup- 
pose such an authorized employee 
signs and uses a check to pay a 
personal obligation. What redress 
does his employer have? 

The person who receives such a 
check from the employee can see at 
once that the employee is paying 
his personal obligation with his em- 
ployer’s money and, according to a 
recent pronouncement of the Su- 
preme Court of Colorado, is bound 
to inquire into the employee’s right 
to do so. If he neglects to do so, 
the person whom the employee pays 
with his employer’s check may be 
required to repay the money to the 
employer. 

But the employer must act 
promptly. In the Colorado case an 
employee signed and used several 
of his employer’s checks to pay his 
house rent. The employer did not 
question the validity of the first 
check received for 18 months. 











OXFORD 
PUNCHES 


* OXFORD TOOL COMPANY 
1633 N. 2nd St. Philadelphio, Po. 





TROY—BEST 


File Handles 


° ' Rigid 

PATENTED a) Metal to 

soe Metal 

Grip, 

(Patented), assures better workmanship 

and safety to user. A favorite for over 
years. 


TROY FILE WORKS 
















Troy, Est. 1831. N. Y. 
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Realism Interests the Sportsmen 





Surrounding all of the equipment with plenty of atmosphere is the way 
Adler & Dobler, Inc., Cedarhurst. N. Y., gets the local sportsmen off to a 
good start when it’s hunting time. A realistic display of this type is 
an annual feature of the store’s merchandising program. In the above 
display there is even room for a small waterfall, seen in the lower left 
corner. A pump sysiem pumps the water over falls again and again. 
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TE-CO RUBBER BELTING FOR ALL PURPOSES 


i BELTS 


WaMMER sits /~ ~~ r oe MR. DEALER 
‘= r : <A STOCK LIKE THIS 


75 Ft. 1%2°' 3 Ply 100 Ft. 4°' 4 Ply 
73 7. 2° 3 Ply 100 Ft. 5°' 4 Ply 
75 Ft. 2/2"' 3 Ply 100 Ft. 6'* 4 Ply 
100 Ft. 3° 4 Ply And a Belt Rack 


COSTS YOU ONLY $152.32 s£2ctis 
A FINE PROFIT IS ASSURED 


TE-CO rubber belting is made of finest mate- 
rials and will give much additional service 








All Sizes in Stock “== 


TEUSCHER suitnroAne 


SECOND AND DELMAR ST. LOUIS, MO. - "The Test of Time Since '99" 


ALLIGATOR. RICHARD 


Nae = SPRING BOTTOM OILERS 
STEEL BELT Ne fe FOR For thirty-five years you have 


been buying and selling Richard 
3 5 Oilers and they have been giv- 


ing you and your customers 


YEA R S honest, satisfying service. 


Right now, we have our sleeves 
rolled up doing a Victory Job 
for Uncle Sam. When we get 
that job done, we will be back 
again making oilers for you and 
your customers. 


WE MAKE 
Richard Oilers— 
Plastering Tools— 
Putty Knives and 


























FOR KEEPING | THIS ECONOMY PACKAGE is aj} FOUR SIZES IN 
UP YOUR STOCK particularly attractive merchan- ECONOMY DIS- 
these Economy dising item. It avoids the neces- PLAY UNIT. For 
Packages are | sity of breaking a standard box | quick over-the- 
packed 10 of a | of lacing. Contains one set of | counter sales 
single size in lacing complete with gauge and use this Econ- 






































corrugated ship. | hinge pins for a 12” belt and the * rs—Wi 
ping carton | lacing can be broken to length Unie en Scrape _ 
shown above. | for the narrower belts. 3 sasieeaties ise C & H Hooks— 
Lacing List | Weight Belt 2 of 20E, 3 of 25E Carded Items— 
No. Per carton | Per carton Thickness and 2 of 27E. Three-In-One 
15E $4.75 3.1 lbs. a. to 540” 
20E 5.00 4.1 lbs. 940"" to Ho" a ee Garden Tool. 
25E 6.25 4.9 lbs. 4g" to the oe a eee 
27E 6.65 5.8 lbs. 1G” tots | Unit. Liet..28.60 | 
{ 935E 8.50 8.4 Ibs. %o"' to %4e ORDER FROM 
All prices subject to discount YOUR JOBBER 


THE ATLAS-ANSONIA CO. 
54-62 GRANT STREET NEW HAVEN, CONN. 





FLEXIBLE STEEL LACING COMPANY 


4616 Lexington Street, Chicago, Ilinois - 
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Keep In Touch With The “OPPORTUNITIES” in The ireie— 


Hardware manufacturers, manufacturers’ agents, jobbers, jobbers sales- 
men, retailers and retail salesmen all use the medium that covers and con- 
tacts the hardware trade most thoroughly—Hardware Age. They know that 





There Are Many Business Opportunities In The Classified Section 


of this widely read trade publication. Hardware Age has been the recognized 
leader for bringing buyer and seller, employer and employee together for 
many years. Use it’and see if results do not justify every claim. 


HARDWARE AGE, (Classified Opportunities Dept. 100 East 42nd Street, New York, N. Y. 
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Coming Conventions and Events 


Corrected Each Issue According to Latest Data 


American Hardware Manufac- 
turers’ Association, meeting jointly 
with the National Wholesale Hardware 
Association, Oct. 19-21, 1942, at the 
Palmer House, Chicago, Ill. Charles 
E. Rockwell, 342 Madison Ave., New 
York City, is secretary-treasurer of the 
manufacturers’ group, and George A. 
Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary-treasurer of the whole- 
salers’ group. 


Central States Hardware Club, 
banquet and floor show, Sunday eve- 
ning, Oct. 18, previous to the hardware 
jobbers’ and manufacturers’ joint con- 
vention, in the Century Hall of the 
LaSalle Hotel, Chicago, Ill. Committee 
in charge: chairman, Walter M. Floto, 
American Steel & Wire Co.; A. J. 
Eggleston, Richards-Wilcox Mfg. Co.; 
W. M. Olsen, Lamson & Sessions Co.; 


C. Neal Turner, Atlas Tack Co., and 
Ben Leve, The Carborundum Co. 


Fifth annual Open House and get- 
together, Wednesday, Sept. 16, 1942, 
for members and guests who will be 
in Chicago before entraining for the 
Hardware Golf Association tournament, 
in the club’s own rooms in the LaSalle 
Hotel. Committee in charge: chairman, 
J. D. McCue, Russell & Erwin Mfg. 
Co.; F. J. Koch, McKinney Mfg. Co.; 
G. H. Beaudin, J. Wiss & Sons Co.; E. 
R. Swift, The Stanley Works, and Ben 
Leve, The Carborundum Co. 


Hardware Golf Association, 17th 
annual tournament, Sept. 17-19, 1942, 
at The Elms Hotel, Excelsior Springs, 
Mo. Hotel reservations should be made 
through Dietz Lusk, 621 E. 70th Ter- 
race, Kansas City, Mo., who will make 
all room assignments. 








Matas 











Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
ch additional word......... -08 


Positions Wanted 
(Special Rate) set solid, maximum 
Be GED cnc ncccscccscesicc +++. $00 
Each additional word............... .05 
Allow Seven Words for Keyed Address or Your Addr 


BOXED DISPLAY RATES 


MD cecces Pe esecesoocecoocees $6.00 


One in 
Each additional inch.......... 4.00 











ESTABLISHED SALES ORGANIZATION 


who has represented nationally known manufae- 
turers for the past twenty years coverimg all 
accounts in Pennsylvania, New Jersey, Delaware, 
Maryland and the District of Columbia, are inter- 
ested to add a few lines on a commission basis, to 
keep up their sales volume. Best of references can 
be furnished 


Address Box H-ill, care of HARDWARE AGE, 
100 E. 42nd St., N. Y. City 











ACCOUNTS WANTED FACTORY REP. 
RESENTATIVE COVERING hardware jobbers 
and plumbing supply jobbers in exclusive terri 
tory for Michigan, Wisconsin, Minnesota, Iowa, 
Nebraska, Kansas, Missouri, Illinois, Indiana, 
Ohio, Kentucky, Tennessee, covering same terri- 
tory for many years, with large list best accounts. 
Can handle one .line competitive hardware or 
plumbers’ line, commission basis only. Address 
Box H-112, care of Harpware Ace, 100 E. 42nd 
St., N. Y. City. 





POSITION WANTED—SALESMAN, AGE 
55. Ten years experience selling the bicycle 
trade. Twelve years selling retail hardware trade 
of New York State. Two years selling fishing 
tackle specialties to jobbers of Eastern seaboard, 
desires position with hardware manufacturer or 
jobber. References. Address Box H-114, care of 
Harpware Ace, 100 E. 42nd St., N. Y. City. 





WANTED—LINES FROM MANUFACTUR- 
ER FOR St. Louis. Mo., territory. Selling to 
jobbers, department, furniture, hardware, variety, 
gift stores. Also have a large following among 
premium trade. Age 45. married; have a car. 
Can furnish excellent references. Address Box 
H-113, care of Harpware Ace, 100 E. 42nd St., 
N. Y. City. 
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YOU WILL NEED REAL SALES EFFORT 
later when merchandise is plentiful. I can 
establish your line now with wholesalers and be 
ready to send you real volume when you need it. 
Have successfully represented reputable manu- 
facturers St. Louis territory for 15 years. Ref 
erences furnished. Address Box H-103, care of 
Harpware Ace, 100 East 42nd St., N. Y. C. 





? 


SALES REPRESENTATIVE, PROMINENT 
STOVE MANUFACTURER, Long Island, 
Westchester, Putnam, Ulster and adjacent coun- 
ties, now in position to do justice to two or three 
additional lines. Close coverage and real repre- 
sentation assured. References furnished. Ad- 
dress Box H-115, care of Harpware Ace, 100 E. 
42nd St., N. Y. City. 





MAN FULLY ACQUAINTED WITH 
HARDWARE, paint, plumbing, roofing, house- 
furnishings, etc., experienced in minor and major 
appliances, refrigerators, washing machines, gas 
ranges, etc. Manager of large hardware and paint 
company for past three years. Married and de- 
ferred from Army. Seeks position where real 
worth is appreciated. Address Box H-116, care 
of Harpware Ace, 100 E. 42nd St., N. Y. City. 





HARDWARE CLERK: EXPERIENCED 
GENERAL RETAIL hardware. Mechanics’ tools, 
mill and factory supplies. Address Box H-110. 
care of Harpware Ace, 100 E. 42nd St., N. Y. 
City. 





HARDWARE SALESMAN, AGE 40 to 55, to 
sell tools, hardware and mill supplies. Old estab- 
lished house. doing large business. Overnight 
from New York and Chicago. Steady job. State 
age, experience, etc. Must furnish references if 
we hire you. Address Box H-109. care of Harp- 
ware Ace, 100 E. 42nd St., N. Y. City. 





National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, Oct. 19-22, 1942, at the 
Palmer House, Chicago, Ill. George A. 
Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary of the wholesalers’ as- 
sociation, and Charles F. Rockwell, 342 
Madison Ave., New York City, is sec- 
retary of the manufacturers’ group. 


No Demand Required 
BUSINESS man who enters in- 


to a contract to pay money, 
deliver goods or perform specified 
services at times or on dates set 
forth in the contract, is supposed to 
know when his obligations under the 
contract mature, and it is not nec- 
essary for the other party to the 
contract to remind him when the 
time for performance arrives. 

The Supreme Court of Michigan 
recently “put it thus: “Notice or de- 
mand is not a pre-requisite to per- 
formance unless such notice or de- 
mand is required by the terms of 
the contract or the peculiar nature 
thereof. A demand is not necessary 
where the person owing the debt or 
duty has means of knowing when 
it becomes due, as well as the oppo- 
site party. Therefore a party who 
has contracted with another to do a 
particular thing upon the happen- 
ing of a certain event is bound when 
he knows of the happening of that 
event, to do the thing contracted, 
without a demand or notice from the 
other party.” 

The practical and legal effect of 
this principle is that the person who 
fails to pay or otherwise perform 
at the time specified in the contract 
is considered to have defaulted and 
may lose valuable rights under the 
contract. He cannot excuse himself 
by saying that the other party did 
not remind him or make a demand 
on him at the proper time. 


Winter Hobby Show 


During the winter, when busi- 
ness usually slows down to a walk, 
merchants at Ashland, Wis., 
usually give it a boost and bring 
a surprising number of people into 
town by staging a Hobby Show. 
The interest in hobbies has grown 
to tremendous proportions and 
they have been the basis for sev- 
eral very good cooperative events. 


HARDWARE AGE 





>a 


3309072023 2 


- 





THE 21ST EDITION 
OF THE MERCHANDISE 








Hanpwanr DIRECTORY 


WWE MARIE Women eres 








QUICK FACTS ABOUT 
THE VITAL USEFULNESS 
OF THIS 21ST EDITION 


1. 739 pages of Product Listings & 
Condensed Catalogs—streamlined to 
help hardware retailers and whole- 
salers meet today’s wartime condi- 
tions. 


2. 330 pages of Product advertis- 
ing—the ad-catalogs of 525 manu- 
facturers. 


3. Over 20,000 manufacturers’ 
brand and trade names under ap- 
proximately 7,500 Product-Headings 
—all streamlined and modernized 
for quick and easy reference. 


4. More than 30 Editorial Refer- 
ence pages present needed data on 
a variety of subjects vital to hard- 
ware merchants. Included are sum- 
maries of war-time and priority “P” 
orders affecting hardware merchan- 
dise. 


5. Special listing of trade names 
and house brands owned by and 
originating with hardware jobbers. 


6. The most complete and compre- 
hensive Directory ever published of 
manufacturers of Hardware, Tools, 
Household and Kitchen ware; Farm, 
Garden and Dairy Equipment; In- 
secticides, etc.; Paint, Stoves, Elec- 
trical Appliances and Supplies; etc., 
plus hundreds of merchandise items 
made of non-critical materials to 
meet war-time conditions. 
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NUMBER OF 
HARDWARE AGE 


Is now actively performing a 
vital wartime service for wholesalers 


and retailers of hardware 


UST off the press, this new edition has been streamlined to meet the 
urgent needs of 26,000 Hardware Buyers. 


In one book they can locate all important hardware manufacturers for 
substitute or alternate products of non-critical materials to make up for the 
loss of sales and revenue on normal products which are now unavailable. 


This makes the new edition more useful, more needed, than ever before— 
a veritable lifesaver—a key to gearing their merchandising activities for a 
more profitable survival under today’s conditions. 


Equally important is the Editorial Reference Data presenting a summary 
of war-time orders affecting hardware store merchandise, priority “P” 
orders and up-to-the-minute data on a variety of subjects vital to hardware 
merchants. 


In every way this 2lst coming-of-age edition of “Who Makes It” is a 
splendid example of the editorial service that has made HARDWARE AGE 
the acknowledged leader in the field. 


HARDWARE AGE 


100 East 42nd Street, New York, N. Y. A. B. C. © Charter Member ¢ A. B. P. 
A CHILTON © PUBLICATION 
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MOLDED RUBBER GOODS spsctAtres 


Plain and Mushroom Bumpers — Suction Rubbers 


Rubber Head Nails 
Chair Tips 


SEND FOR CATALOG 
OF COMPLETE LINE 


Toilet Seat Bumpers 
Crutch Tips 


370 ATLANTIC AVE. 
BOSTON, MASS. 





What-not Boxes 

Glass Photo Frames 
Mirrored Photo Frames 
Floral Shadow Boxes 


636 Broadway 








novelty items. 


Floral Wall Plaques 


Fruit Clusters in Pottery 


Manufacturers and Creators 





Selling Our New Line Of 
Inlaid Silver Ruby Dishes 


Beautiful Flat Plates, Fruit Bowls, 
Candy Dishes, and Fruit Baskets. Sizes 
8, 10, 12, 14, and 18 inches. Can be 


profitably retailed at 25c. to $5.00. 


Send for illustrated price list. 


JOBBERS invited to contact us for 
our special attractive proposition on 
our new complete line of fast-selling 
We are one of 
leading creators and manufacturers 
of popular priced gift novelties. 


NEW ITEMS INCLUDE— 


Shaving Mirrors 
Pearlite Lamps 
Pearlite Centerpieces 


MAJESTIC PRODUCTS CO. 


New York 














49 SET-10c¢ SET-10c SET 
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Genui"® DOMES 2° SILENCE 





SLIDE SILENTLY - SOFTLY - SMOOTHLY 


SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence" 





Qudex SJc Adwervtivetrn 











For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 


chairs and all furniture. 


Domes of Silence — Insulated Cushion Glides 
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Aladdin Industries, Inc. 94 Macbeth-Evans Div. , 11-12 
American Chain & Cable Co., McCormick Sales Co. (The Iron 
Inc. Glue Div.) , 
American Chain Div. P 20 | McGill Metal Co x % 
American Mfg. Co. 2| McKinney Mfg. Co. , 69 
American Shearer Mfg. Co. 102 | Majestic Products Co. . 106 
| American Thermos Bottle Co. 43 | Master Lock Co. cee a 
| Armstrong-Bray & Co. 98 | Master Metal Products Co....... 9! 
| Armstrong Bros. Tool Co. 94 | Miller, Inc., Robert E. 106 
Asbestos Textile Co:, Inc. 97 Millers Falls Co. 95. 
Atkins & Co., E. c. 95 | Minnesota Mining & Mig fa: Bi 
Atlas-Ansonia Co., The 103 | Myers & Bro. Co., The 67 
Autoyre Co. . 6 
N 
B 
National Mfg. Co. ng 
Baker Mfg. Co. 10! | National Screw & Mfg. Co. 110 
—— a é & Nicholson File Co. Sao ns, ae 
m Steel Co. . - , 
nae * on us & 88 Noblitt-Sparks Industries, Inc. 100 
° 
c 
O-Ced ti , 108° 
Capewell Mfg. Co., The ela age - 
Carborundum Co., The ; 6! | Oxford Tool Co 102 
Central Tool Co. 10 ¥ : 
Champion Hdwe. Co. 95 
Chen2y Hammer Corp., Henry 74 » 
on —<- _— nt & 
hicago rin inge Co. i 
Clayton & Lambert Mfg. Co. 16| Paine Company, The ... ... 98 
Clemson Bros., Inc. 75 | Phoenix Mfg. Co. i 79 
Cleveland Chain & Mfg. Co., ~~ 95 | Pittsburgh Steel Co. . —» 
Cleveland Wire Spring Co., The.. 102] Play Pal Toys, Inc. ot eeene 95 
Collins & Co., Geo. F 82 | Porter, Inc., H. K. ....... 89 
| Collot Supplies, A. M. ...... 102] Prime Mfg. Co. 84 
| Columbian Rope Co. 57 | Progressive Mfg. Co., The is ae 
Corning Glass Wks. 11-12 | Puritan Cordage Mills ... . 101 
| Coughlan Co., G. N. ! 
Crescent Tool Co. ‘ 47 8 
Cross, W. W. 106 
Railway Express (Air, Express 
D Div.) .. ‘ 
| Raybestos-Manhattan, Inc. 86 
Diamond Calk Horseshoe Co. 14 Senubiie tol an Inc. ....... 2 
i 3 106 u 
Domes of SHence, lnc Rogers Isinglass & Glue Co. 93 
Russell, Burdsall & Ward Bolt & 
E Nut ‘Co. : ; a 
Edlund Co. : 7 
Elastic Tip Co., ; 106 s 
ey, 34 Go." : 16 | Samson Cordage Works ... 91 
} Sand's Level & Tool Co. 100 
Schatz Mfg. Co., The : 108 
F Scholihorn Co., The Wm. eheoe tie 
Sewerage Commission 14 
Faultless Caster Corp. 16 | Sheffield Bronze Powder & Stencil 
Federal Tool Co. 79| Co. 93 
Flexible Steel Lacing Co. 103 | Shelby Cycle Co. Lee 
Franklin Glue Co. 100 | Shelby Spring Hinge Co. ........ 90 
| Simoniz Co. ya 16 
Smith, Landon P., Inc. 9 
S Southington Hdwe. ied Co. ... w 
Stanley Wks. : bs 
Gardiner Metal Co. 16 | Starrett Co., L. S. aed 
General Electric Co. 
Appliance & Mdse. Dept. 45 
Lamp Div. ! T 
Graham Mfg. Co. 10 
Greenfield Tap & Die Co. 95 | Tanglefoot Co., The . 93 
Greenlee Tool Co. 70 | Teuscher Pulley & Belting Co. 103 
Griffin Mfg. Co. 87 | Troy File Works — 
os U 
Harker Pottery Co. 16| Union Hardware Co. 87 
Hazard Insulated Wire Wks. 77 | United States Plywood Co. 
Heller & Co., W. C. 14| (Weldwood Div.) . 83 
Heller Brothers Co. 53 | United States Steel Corp. .. 10? 
Hercules Powder Co. 8-9 
v 
| 
Vaughan & Bushnell Mfg. Co. 85 
Ideal Cabinet Corp. 96 | Vaughan Novelty Mfg. Co., Inc. 14 
| Vichek Tool Co., The 62 
J 
Ww 
Jennings Mfg. Co., The Russell 72 | 
Steel & Wire Co., Inc... 63| | Warren Tool Corp. 77 
| Weaver Pres-Kloth Co. 101 
K | Witt Cornice Co. ‘ 97 
| Wood Shovel & Tool Co. ~ 
Keyston Bros. 16 | Wright Steel & Wire Co., G. F. 93 
Keystone Steel & Wire Co. 76 
Klein & Sons, Mathias 13 x 
L X-Acto Crescent Prod. Co., Inc. 99 
Lamson & Sessions Co., The 51 | 
Lloyd Products Co. 63 | Y 
Lockwood Hardware Mfg. Co. 23 
Lowe Bros. 10 Yale & Towne Mfg. Co., The .. 4-5 
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TO EXECUTIVES: 


NOW YOU CAN HELP 









The Treasury’s decision 
to increase the limitations 
on the F and G Bonds 
resulted from numerous 
requests by purchasers who asked the 
Opportunity to put more money into 
the war program. 

This is not a new Bond issue 
and not a new series of War Bonds. 
Thousands of individuals, corpora- 
tions, labor unions, and other organi- 
zations have this year already pur- 
chased $50,000 of Series F and G 
Bonds, the old limit. Under the new 
regulations, however, these Bond 
holders will be permitted to make 
additional purchases of $50,000 in 
the remaining months of the year. 
The new limitation on holdings of 
$100,000 in any one calendar year in 
cither Series F or G, or in both series 
combined, is on the cost price, not on 
the maturity value. 


Save With... 





Series F and G Bonds are intended 
primarily for larger investors and may 
be registered in the names of fiduci- 
aries, corporations, labor unions and 
other groups, as well as in the names 
of individuals. 


The Series F Bond is a 12-year 
appreciation Bond, issued on a dis- 
count basis at 74 percent of maturity 
value. If held to maturity, 12 years 
from the date of issue, the Bond draws 
interest equivalent to 2.53 percent a 
year; computed on the purchase price, 
compounded semiannually. 


The Series G Bond is a 12-year cur- 
rent income Bond issued at par, and 
draws interest of 2.5 percent a year, 
paid semiannually by Treasury check. 


Don’t delay—your “fighting dollars” 
are needed mow. Your bank or post 
office has full details. 


War Savings Bonds 
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NEW SURE-FIRE SUCCESSES § 


To Round Out The 
gaia O-Cedar PROFIT FAMILY! 
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TOUCH-UP POLISH GENERAL CLEANER 
Conceals scratches without dis- Another O-Cedar bull’s-eye—a 
coloring finish—a perfect rejuve- magic cleaner that will work profit- 
nator for dull and damaged wood magic in your housewares line! 
surfaces. Teams up in your stock Cleans almost everything around 
with O-Cedar polishes; doubles the home—quickly, easily. Women 
your sales and profit opportunities! | won't be without it. 8 oz. to sell at 
3 oz. to sell at 10c; 8 oz. 25c; 16 20c; 16 oz. 35c; quart 60c; 4 gal- 
oz. 45c. Order today! lon $1.00; 1 gallon $1.50. 


Quality Running-Mates of Famous: 
O-Cedar All-Purpose Liquid Polish anny) ny SA 
O-Cedar No Rubbing Cream Furniture Polish for rine Weed Fieishes 
O-CEDAR CORP'N, 4501 South Western Bivd., Chicago 


POLISHES: WAXES: 
( e ar MOPS + DUSTERS - 


CLEANERS*NO-MOTH Products 













FLOORS AND 
FLOOR COVERINGS 






wy 


“Acme 


BALL BEARING 


CASTERS | 


THESE casters PROTECT floors and floor cover- ¢ 
ings—no scratches on floor, rugs or carpets. 

THESE CASTERS “Sleme” Casters are ball bearing > and awe 
HAVE A BALL THAT smoothly and easily in any direction and—they sell 

ROLLS ON BALLS as easily as they move. Let ‘‘Aeme’’ step up your 
caster sales and profits. Every customer is a logi- 
cal prospect for ‘‘@eme’’ Ball Bearing Casters. 


















THE SCHATZ MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 





Detroit Office: 2640 Book Tower © Chicago Office: 902 S. Wabash Ave. = 
Cleveland Office: 402 Swetiand Building 
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WHEN YOU HAVE TO WAIT... 
Romember-Uncle Wd 


has first call on Steel 








age knows that Uncle Sam gets first call on materials he 
4 needs to fight the war. And we know that everyone wants it that 
way. [hat’s why production has been curtailed on Cyclone products 
which use critical metals. And shipment of some Cyclone products is 
limited almost entirely to Uncle Sam and industries making war 
supplies. 


SCREEN CLOTH 






But keep this in mind. Conditions change too fast for us to state 
ae exactly what the situation will be at the time you read this. But don’t 
OP ss mm BS take it for granted that these products can’t be had until you have 
BURNER BASKETS LAWN FENCE checked with your jobber. Some of our jobbers may have stocks from 

which they can still fill orders. And remember, subject to priority 
Service built the quality reputation regulations, we will do all we can to provide goods for you to sell. 
of these Cyclone ‘‘Red Tag’’ Products 


ananericg, CYCLONE FENCE DIVISION 
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= % Waukegan, Htinois ~ Branches in Principal Cites 
= S United States Steel Export Company, New York 
Sf PC ZONE [A 
gd ] ‘ 
db thnowane = US'S Cyclone 2¢%709~Hardware Products 
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Nw STATES STEEL 





“NATIONAL” QUALITY NOTE 
WOOD SCREWS—Clean-cut threads, with 
well-defined heads and slots. 


SHEET METAL SCREWS— Well-formed threads 
of proper hardness to insure secure fasten- 
ing of metal. 









EDUCATION for the FUTURE 


Lessons learned now=better “National” 


t * 





The war effort comes first! It comes first with you—comes 
first with “National”. _ 

And while our entire production capacity must now be de- 
voted to the Army, the Navy and the country’s leading war 
industries—today’s wartime work at our plants is also an 
education for the future! 

‘**National” quality standards, plus the experience gained in 
meeting rigid Air Corps requirements, will mean tougher and 
better screws, nuts, bolts and rivets for you later. 

However, for the present, we will continue to help Do the 


Nation’s Biggest Job—the best way we know how. 
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~ Vation al, 








